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OUR OWN MEN 
GET ALL OF OUR 
GOOD POSITIONS 


We make all promotions from the 
ranks of our own agency force—thereby giving our 
own men the full advantage of all opportunities 
created by the development of new territory and 
the growth of the Company. We give our men 
something to work for at all times. 


An agent can work with a lighter 
heart and a firmer hand if he has an absolute 
knowledge that the OPPORTUNITY WILL 
COME FOR HIM. 


If you are a PEORIA LIFE Man 
we will not only make you a success BUT WILL 
GIVE YOU AN OPPORTUNITY FOR ALL YOUR 
ABILITY. We will help you climb higher. 
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International Multiform Policy :. 
° de 
ab 
sti 
| It enables your prospect, who needs protection and can afford now a ac 
* $5,000 twenty-payment life policy, to take out $10,000 of insurance. ga 
of 
? The holder of a Multiform policy is not required to surrender his contract ~ 
* at the end of the fifth year for a new policy. His insurance goes on auto- fo 
matically, without medical re-examination, by the payment of the new premium. a 
fr 
3 The Multiform policy is particularly adapted to the needs of a young man he 
* who has reason to anticipate his ability financially to make substantial - 
premium deposits with greater facility five years later but who has the - 

need for protection today. 
h; 
4 The Maltiform policy, unlike term insurance, accumulates a substantial b 
* value during the first five years, available in the sixth year or thereafter. n 
q' 
5 Term insurance has no logical place in the scheme of life insurance . 
* while this Multiform policy, a REAL life policy, is available to the . 
public. ) : 
Ask us about it ; 
iF 
. - e ' r 
The International Life of St. Louis ; 
MASSEY WILSON, President J. L. BABLER, Secretary h 
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Life Underwriting and Its Place in the New Era 


J. STANLEY EDWARDS GIVES THE CANADIAN ASSOCIATION GRAPHIC PICTURE OF 
WHAT THE INSTITUTION AND MEN WHO REPRESENT IT ARE AND OUGHT TO BE 


NOTABLE delineation of what 
A life insurance is today and the 

field for service which it offers 
was given by J. Stanley Edwards of 
Denver, president of the National As- 
sociation of Life Underwriters, in his 
address before the Life Underwriters’ 
Association of Canada, in session this 
week at Ottawa, Canada. Mr. Ed- 
wards’ subject was “The Life Under- 
writer of the New Era,” and he por- 
trayed graphically the possibilities for 
both the institution of life insurance 
and the men who represent it as life 
underwriters. He said in part: 


Human Equation in 

Life Insurance Growth 

Superficial observers may regard life 
insurance only as a strong giant of 
business. They may marvel at _ its 
growth and listen with respect to the 
recital of the masses of big figures and 
the statistics which measure its growth. 
To some men life insurance is merely a 
part of big business, something to won- 
der at or to think sometimes vaguely 
about, while its importance as an in- 
stitution is to them a sealed book. 

Those who only see its financial 
achievements get a distorted view. If 
we could strip from life insurance the 
garments of commercialism, if we could 
behold its soul, unwrapt of the maze 
of figures that envelope it, what is it 
that would stand revealed and in whose 
hands does its future destiny rest? 

Life insurance is financial faith well 
founded: it is hope made certain by 
fruition; it is charity eclipsed by lack 


of want and human love made im- 
mortal by the tokens it sends back 
from beyond the grave. Life insur- 


ance is the last word that civilization 
has been able to spell out from the 
alphabet of its experience throughout 
mankind’s age long groping for a prac- 
tical human brotherhood. 
Insurance Company Has 

Two Invisible Assets 

If this be life insurance, in whose 
hands does its future rest? There are 
two invisible assets unwritten upon the 
balance sheet from any life insurance 
company but without which it is bank- 
rupt. Those assets are the good will 
of the public and the character and 
quality of service of home office heads 
and of field force. Upon the strength 
or weakness of these human factors all 
other values stand or fall. 

First there is that life underwriter 
of this passing era whose brain and 
whose far-seeing vision helped lay the 
foundation and construct the present 
edifice. Then there is the life under- 
writer of this new era to whose toil, 
labor, fixed purpose, tireless energy 
and to whose vision is entrusted the 
enlargement and completion of this 
structure that has become the sure 
of business and of 


shelter of home, 
humanity. 

We speak now of life insurance as 
an institution, in its broad sense, in- 
cluding all its component parts of com- 
pany structure. 


We use the term un- 





derwriter in its broad sense, including 
both home office and field worker in 
their respective ranges of vision and 
of labor. But for the present purpose 
we use the term underwriter in the 
sense of field man. 


Underwriter Must Be 

Trained Salesman 

The life underwriter of the new era 
must first of all be an intelligent and 
trained salesman, if this institution of 
usefulness entrusted to his care is to 
continue to function. The day has gone 
by when it is sufficient for an agent 
to be just industrious and honest. He 
must be that, of course, but the busi- 
ness of life insurance has now become 
one of such vast proportions and of 


ology is not “high brow stuff,” but is a 
practical aid to anyone dealing in a 
business so fundamentally based on 
human values. 
Underwriters Organized for 

Business Service 

The life underwriters of the new era 


will be organized underwriters. This 
is rapidly becoming a reality. Such 
associations as yours in Canada and 


ours in the States are the result of well 
marked demand for and recognized 
need of the service that can only be 
furnished by an organization, These 
associations are work-a-day associa- 
tions of proven practical value to all 
life insurance men. The modern un- 
derwriters’ association is no longer 





a practical human brotherhood. 


often pay the stakes. 


situation that plagues all alike. 


still be purchased at pre-war rates. 





THE MISSION OF LIFE INSURANCE 


Life insurance is financial faith well founded; it is hope made certain 
by fruition; it is charity eclipsed by lack of want and human love made 
immortal by the tokens it sends back from beyond the grave. 
surance is the last word that civilization has been able to spell out from 
the alphabet of its experience throughout mankind’s age long groping for 


The agent is an apostle of thrift. 
misery are prevented; the fatherless are fed; the young are educated; the 
home is preserved; debt is paid; business is sustained; life and health 
are conserved and morality is promoted. 

Life insurance is certainly founded on a science. 
ness built on a surer scientific base, founded as it is on the immutable 
laws of mortality and mathematics. 
gambling. He who does not insure gambles and his wife and children 
“I can carry my own insurance,” said a man to an 
agent; his children are now carrying papers. 

America needs greater production and less profiteering. The Under- 
writers is a new kind of union which has tried to solve its living problem 
by increased production rather than by higher wages; setting an example 
to other restless groups to do likewise and so help settle the living cost 
They have helped to keep life insurance 
as one big business that is free from profiteering. 


—J. Stanley Edwards, to Canadian Underwriters. 


Life in- 


Through his efforts, want and 


There is no busi- 


Life insurance is the antithesis of 


Its protection may 








such intricate ramifications, serving so 
many other kinds of business, in so 
many different ways, that skill, training 
and knowledge are essential parts of 
every agent’s equipment. Schools of 
life insurance salesmanship like that at 
the Carnegie Institute of Technology, 
founded under the auspices of the 
American Association, offer this train- 


ing. Many companies are now also 
maintaining home office schools for 
agents. This does not mean that an 


agent should try to qualify as an actu- 
ary, but he cannot expect to act intelli- 
gently as adviser to business ‘interests, 
offering them protection against loss 
of partner or employe or offering in- 
dividuals provision for life income, for 
payment of taxes, inheritance or other- 
wise, without adequate knowledge of 
his subject. 

He should also be trained in the best 
methods of selling. The known laws 
of psychology apply in a marked degree 
to life insurance salesmanship. A 
knowledge of the principles of psych- 


chiefly concerned with just the holding 
of meetings and listening to speeches. 
It is a going business concern that 
operates every business day in the year, 
doing something or attempting to do 
something for the benefit of life insur- 
ance, its policyholders or its agents. 
Forty-five hundred laws govern or 
hinder the growth of life insurance 
service. The work of our national 
committee on law and legislation would 
require a separate chapter to recite 
Suffice it to say that it has been suc- 
cessfully demonstrated on many 
specific occasions that organized un- 
derwriters are in a position to secure 


the necessary attention of both local 
and national legislative bodies when 
life insurance is the subject of pro- 


posed legislation. They are also able 
to give needed information upon a sub- 
ject which the average legislator has 
not taken the time to understand and 
to whom life insurance is a business 
intricate and confusing. Many law- 
makers have not yet fully sensed the 


economic value and service of life in- 
surance. This condition is due more 
to lack of understanding than to bias. 
The average lawmaker is willing and 
often eager to learn about it and to 
act intelligently particularly if he can 
be satisfied that the sources of his in- 
formation are reliable and that he is 
dealing with men locally well known to 
him in whom he has confidence and 
who represent numerous policyholders 
of whom his constituents are largely 
comprised. 


Organization Helps 

Improve Field Ethics 

The real enforcing power behind any 
law is that of public opinion, These as- 
sociations have done more to create and 
maintain an enlightened public opinion 
in support of good field practice and 
ethics in life insurance circles than any 
other force. It has not just happened 
that rebating and twisting have gone 
out of fashion and like bootlegging 
must be done up alleys or around dark 
corners. The Underwriters are now 
numerically strong enough to turn the 
light of publicity upon all such prac- 
tices, and local bodies can always be 
found supporting the insurance com- 
missioners seeking to properly enforce 
the statutes against these offenses. 

It was not many years ago that most 
men, engaged in this highly competitive 
business of ours, regarded each other 
with suspicion and it was not possible 
to bring them together on common 
ground in any appreciable numbers. 
Today through the influence and ex- 
ample of the underwriters, life insur- 
ance agents have discovered that about 
90 percent of what they have they hold 
in common and only about 10 percent 
of what they have they hold in com- 
petition. 


Life Insurance a Business, 

Vocation or Profession? 

We sometimes hear the question 
asked, “Is the hfe agent’s work a busi- 
ness, a vocation or a profession?” It 
certainly ‘is a business of magnitude, for 
about 30,000,000 people have deposited 
with more than 200 companies enough 
to insure themselves and their depend- 
ents more than $30,000,000,000. 

Life insurance ranks high as an at- 
tractive vocation measured by the fol- 
lowing fundamental tests: A compara- 
tive short period of preparation is re- 
quired of the apprentice. Lack of capi- 
tal is not a vocational hindrance. The 
manner of remuneration being usually 
on a piecework basis rather than a time 
basis, makes for personal independence. 
As a remunerative vocation life insur- 
ance selling ranks high among all oc- 
cupational groups as proven by college 
statistics applied over a period of years 
among a large group of graduates. 
This vocation has inherently within it, 
by its very nature, the elements of per- 
sonal development for the one who 
engages in it. There is scarcely a de- 
sirable mental or moral quality that 
may not be quickened or developed, 
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sometimes almost unconsciously by the 
man pursuing tlris vocation. 


Is Life Underwriting 

Now a Profession? 

What is a profession and why do we 
call one man a business man and an- 
other a professional man? Prof. Hueb- 
ner says that a profession must con- 
form to four accepted standard tests: 
First, that the business or vocation 
must be one that is essentially useful 
to society; second, that it must involve 
a science and in its practice an expert 
knowledge of that science; third, that 
the practitioner must abandon the 
strictly selfish or commercial view and 
* ever keep in mind the interests of his 
client; fourth, that the practitioner 
should possess a spirit of loyalty to his 
fellow practitioners and of helpfulness 
to the common cause that all profess. 
These are the tests and ideals of the 
professions of law, medicine and the 
ministry. 

How does life insurance measure up 
to such a standard? Certainly there is 
no business or vocation that is more 
useful to society. The agent is an 
apostle of thrift. Through his efforts, 
want and misery are prevented; the 
fatherless are fed; the young are edu- 
cated; the home is preserved; debt is 
paid; business is sustained; life and 
health are conserved and morality is 
promoted. 

Life insurance is certainly founded 
ona science. There is no business built 
on a surer scientific basts, founded as 
it is on the immutable laws of mortal- 
ity and mathematics. Life insurance is 
the antithesis of gambling. He who 
does not insure gambles and his wife 
and children often pay the stakes. “I 
can carry my own insurance,” said a 
man to an agent. His children are now 
carrying papers. 

Seek to Solve 

Living Problem 

America needs greater production 
and less profiteering. The underwriters 
are a new kind of union which has 
tried to solve its living problem by in- 
creased production rather than by 
higher wages; setting an example to 
other restless groups to do likewise 
and so help settle the living cost situa- 
tion that plagues all alike. They have 
helped to keep life insurance as one 
big business that is free from profiteer- 
ing. Its protection may still be pur- 
chased at pre-war rates. 

America needs more property own- 
ing citizens with a financial stake 
in their country’s welfare. The man 
who owns his home, who has a savings 
bank account or who holds a life in- 
surance policy is not so likely to be a 
Red. America needs stabilization of 
labor through better home, health and 
working conditions. Industrial insur- 
ance and group insurance go far to 
meet such needs. 


New Meaning of the 

Term “Underwriter” 

Life underwriters of this new era are 
giving wider meaning to the term “un- 
derwriter” as distinguished from its 
former narrower sense, as defined by 
the dictionary. We have heard dis- 
cussion as to whether the workers of 
our craft should be called agents, sales- 
men or underwriters. The term by 
which their work is designated is not 
of great importance. They must of 
necessity be both agent and salesmen, 
but it is important and essential that 
every agent and every salesman recog- 
nize, that before he can qualify as a 
true life underwriter of the new era, he 
must and may if he will be more than a 


faithful agent and a successful sales- 
man. 
The agent represents his company, 


the salesman represents his client or 
himself, but somehow the agent of the 
new era while continuing to be a faith- 
ful agent and a trained salesman will 
also be a part of the organized under- 
writers, be a practitioner of his pro- 
fession, a servant of society, a practical 
patriot and a useful citizen. Somehow 


he will come to glorify his work so that 
his job becomes 


a mission. His vision 











Heavy Hitters, Insurance and Baseball 


Here are the 
likenesses of two 
" leaguers,” 
one in_ baseball 
and the other in 
life insurance. 
Alfred MacAr- 
thur, the heavy 
hitter of the Na- 
tional Life U. S. 
A., is shown tak- 
ing the applica- 
tion of Tris 
Speaker, the ball 
player, for $100,- 
000. If $100,000 
applications were 
home runs, Mac- 
Arthur would 
make Babe Ruth 
look like a piker. 

Mr. MacArthur, 
who is home of- 
fice general agent 
of the National 
Life U. S. A,, 
and president of 
its $100,000 Club, 
has produced 
more than $1,- 
500,000 in big 
policies since the 
first of the year, 
and says that his 
year’s work has 
only just begun. 
He specializes in 
cases where inheritance tax is an im- 
portant consideration, and his study of 
this subject has qualified him to extend 
expert service in unusual cases. 


and purpose will nend as the soc sial | € 


and economic nature of the institution 
he represents develops and he will see 
before him a task worthy to challenge 
the most thorough preparation, the 


deepest thought, the hardest work, the | 


sincerest purpose and the highest ideals 
he may marshal and the most lasting 
and satisfactory rewards to which mor- 
tal man may here aspire. 


Total Disability Claims 


The New York Life says there is 
an increasing number of claims arising 
under the clause providing for a waiver 
of premium in connection with the 
permanent and total disability clause. 
This clause is noncancellable and its 
advantages are obvious. In 1912 the 
New York Life had 14 cases approved; 
in 1913, 50; in 1914, 72; 1915, 114; in 
1916, 181; 1917, 207; 1918, 165, and in 
1919, 256. Of the 1,059 cases approved 
to Jan. 1, 1920, the chief cause of 
permanent disability was tuberculosis, 
there being 171 cases. Next came 
insanity — 237, paralysis showed 75, 
accident 37, cancers and tumors 47 and 
miscellaneous 192. Of these cases, 372 
had terminated by death. The New 
York Life states that in most of the 
372 instances, insurance was kept in 
force solely by the waiver of the prem- 
ium clause. 


Divides Agency Clubs 


Announcement was made by Vice- 
President Lawrence of the Missouri 
State Life at the company’s annual 
agency convention in St. Louis last 
week that on account of the growth 
of the company’s $100,000 Club, which 
has become so large that personal 
touch is no longer possible, the club 
hereafter will meet in sections. The 
officers of the company will be present 
at the meeting of each sectional club. 

The southern division, taking in all 
states south of the Ohio River and east 
of the Mississippi, including Delaware, 
Maryland, West Virginia and the Dis- 
trict of Columbia in the east and Ar- 
kansas in the west, will meet next 
year at White Sulphur Springs, W. Va. 
The western division, comprising | 
Oklahoma, Texas and all of the states 
from Colorado on west, will meet in 
Salt Lake City. The northern and 
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stars 


is one of the 
in the Chicago firmament and has made 
a brilliant success as a personal under- 
writer and manager of men. 


“Mac” youngest 





including Pennsyl- 
vania, Illinois, lowa, South Dakota, 
Ohio, Michigan, Missouri, Nebraska, 
Indiana, Minnesota, North Dakota and 
Kansas, will meet either in Detroit or 
some point in northern Michigan. 


eastern Pree 


| ns 
Minnesota Figures for 1919 

ST. PAUL, MINN., Aug. 17.—The 
preliminary life report, just issued by 
Commissioner G. Lindquist shows a 
total of $176,641,318.65 life insurance 
written in Minnesota in 1919, of which 
$149,598,082.65 was ordinary life, $9,- 
981,828 industrial and $17,061,408 group. 


Enforcing “Defamation Law” 

FRANKFORT, KY.—Complaints of 
violations of the act of 1918, extending 
the penalty for defamation of banks to 
include insurance companies, are reach- 
ing Commissioner Ramey, who is send- 
ing out a warning that he will promptly 
revoke the license of any insurance 
agent or other persons guilty. 

The law applies to anyone who 
“wilfully and maliciously makes, circu- 
lates a false statement, rumor or sug- 
gestion that directly or by inference is 
derogatory to the financial condition 
| or affects the solvency or financial 
| standing” of a banking institution or 
| insurance concern, and applies equally 
! to those “who counsel, aid, procure or 
induce another to start, transmit or 
circulate” the report. 





Maryland Assurance Amends Charter 

BALTIMORE, MD., Aug. 17. — The 
Maryland Assurance, at a meeting of 
stockholders, has amended its articles of 
incorporation, rescinding and relinquish- 
ing its authority under said articles 
after August 1 to transact the business 
of accident and health. The articles of 
incorporation were amended to permit 
the redemption and retirement of 10,00v 
shares of Class A stock. This redemp- 
tion is not to be made unless $100,000 is 
in the surplus account over and above its 
capital stock, full legal reserves and all 
other bona fide liabilities as certified by 
the insurance department of Maryland. 

At a second meeting, shortly after the 
first, the proper legal steps were taken 
te amend the article of incorporation to 
reduce the capital stock from _ 60,000 
shares capital stock, par value $10, com- 
| prising 10,000 shares Class A and 50,000 
shares common, to 50,000 shares common 
| stock. The Class A stock was held by 
| the Maryland Casualty. 








COMPANIES MAY HELP 
RAILROADS REQUIRE MONEY 


Life Offices Likely to Be Called on to 
Assist in Financing the 
Lines ° 


NEW YORK, Aug. 18.—It is re- 
ported in financial circles that some of 
the great life companies of the east 
and the central west stand ready to 
aid in the rehabilitation of the railways 
of the country. The suggestion is that 
a national equipment corporation be 
formed which would supply funds to 
the railways for the purchase of sorely 
needed rolling stock and other equip- 
ment. As security for the repayment 
of the twenty or thirty millions of dol- 
lars which it has been proposed would 
be supplied, the railways would issue 
trust certificates, which would be first 
liens upon their respective properties. 
The bonds of the security company 
would bear 7 per cent interest, and 
would be a perfectly legal investment 
for the life offices. These latter are 
large holders of railway bonds and to 
a lesser extent of stocks, and hence 
have a very vital concern in seeing the 
roads placed upon a substantial footing. 

Howard Elliott’s Talk 


At the annual meeting of the Asso- 
ciation of Life Insurance Presidents 
held in this city last December, How- 
ard Elliott, president of the Great 
Northern Railway, made a highly in- 
forming address upon the plight of the 
railways of the country. At the con- 
clusion of his remarks, President Day, 
of the Equitable Life, asked how the 
life offices could best help the railways 
secure what was necessary for their 
proper rehabilitation. Mr. Elliott prom- 
ised to formulate a carefully considered 
reply, which he did shortly after, a 
copy of the communication going to 
executive members of the Association 
of Life Insurance Presidents. 


Eureka Life’s Pittsburgh Meeting 


The annual staff outing of the Pitts- 
burgh district of the Eureka Life was 
attended by President Maginnis and 
Assistant Secretary Knighton, who 
took the trip from Baltimore to be 
present at the outing. A staff meeting 
opened the day’s activities. President 


Maginnis addressed the agents on 
“Character.” He said in part: 
“Character is the company’s back- 


bone; the company is judged by the 
character of its agents by their moral, 
mental and physical fitness. In the 
daily routine of canvassing and col- 
lecting, their words, their acts, their 
integrity and their manner in transact- 
ing all business, cast their reflection 
upon the company, shedding light or 
casting shadows, according to the 
man himself. It is, therefore, incum- 
bent upon every representative of the 
Eureka Life to bear in’ mind that he 
has not only his own personal reputa- 
tion to build up and maintain, but he 
has the reputation of his company in 
his keeping.” 





Northwestern Clerks’ Outing 

The Association of Clerks of the 
Northwestern Mutual Life of Milwau- 
kee, organized at the beginning of this 
year, held its first annual outing Aug. 
12 at Keipper’s Park, on the upper 
Milwaukee river. More than 700 clerks 
and members of their families par- 
ticipated, the home office suspending 
work for the afternoon. All of the offi- 
cers of the company spent most of the 
afternoon at+the picnic grounds. The 
outing was in charge of William E. Van 
Altena, president of the clerks’ asso- 
ciation, with Eugene P. Lecher as 
master of ceremonies. The association 
did exceptional work in assisting in the 
entertainment of the recent annual con- 
vention of the Association of Agents 
July 26-28. 
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ILLINOIS LIFECLUB 
HAS BIGGEST MEETING 








Record Attendance and Snappy | 
Talks Feature Convention Held 
Last Week in Chicago 


MEMBERS GO TO BOSTON 


Leave for East on Special Train— 
Notable Record Made in Con- 
servation of Business 


a, 
his- | 


The largest attendance in the 
tory of the club and a program filled | 
with snappy suggestions for the im- | 


proving of production were the features 
of the 17th annual meeting in Chicago 
last Saturday of the $100,000 Club of 
the Illinois Life. All of the formal pa- 
pers presented were by men new in the 
service of the company and in the life 
insurance business, none of whom had 
ever spoken at previous meetings. Mrs. 
L. E. White, who continuously since | 
1909 has been the only woman mem- | 
ber of the club, divided the honors this | 
year with Miss Ora D. 
Miss Edith F. Harcus, who were pres- 
ent as qualified members. 

The competition for the club’s presi- 
dency was very close this year, and in 
the responses to the address of wel-| 
come by K. B. Korrady, C. P. Jones | 
and J. E. Wroughton, vice-presidents | 
of the club for this year, predicted that 
the man who wins the presidency next 
vear will have to go at a much faster 
pace than anyone this year in order to 
beat them out. 


3radbury and 


Augustine Gives “Pep” Talk 


Otto H. Augustine, retiring president 
of the club, made a characteristic ad- 
dress, preaching the gospel of enthu- 
siasm and demonstratine that he had | 
not only had it himself, but was able to | 
impart it to his hearers. He regarded 
enthusiasm as the first requisite of suc- | 
cess and “sticking to it” as the other. 
He deprecated the idea of changing | 
companies and said he expected to stay 
with the Illinois Life until he died. 

Eugene C. Wharf, general agent for 
the Wabash Valley, who was the first 
well as the 17th president of the 
club, in his address reviewed its his- 
tory from the inception of the organ- | 


as 


ization and making some interesting 
comments on early day members who 
were well known to all of the Illinois 


Life agents. 
The conservation prizes awarded for 
the greatest percentage of renewals 
were presented by O. J. Arnold, secre- 
tary of the Illinois Life, to Harold 
Dyrenforth, Alvin C. Johnson, George 
H. Osgood, Robert S. Baker and John | 
W. Griggs, all of whom made brief 
responses on how to conserve business. 
Mr. Arnold showed that the Illinois 
Life this year renewed 81 percent of | 
its new business. On its total! business | 
the percentage of renewals was 94 and | 
on the total exclusive of first 
premiums about 98 percent. 


Effect of the War 


, ' 
year's 


G. A. Leist, manager of the Wabash | 
Valley agency, who served as an avia- 
tor during the war, spoke on “The | 
Effect of the War on the Life Insur- | 
ance Business,” referring to the fact 
that a very large proportion of the 
men who entered the service were at 
the time wholly ignorant in regard to 
insurance protection. He regarded the 
present popularity of the income policy 
as an outgrowth of the methods fol- 
lowed by the War Risk Bureau. L. F. 
Cox, special representative in south- 
western Illinois, in his address on “The 
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EPIGRAMS FROM ILLINOIS LIFE MEN 


You don’t have to be smart to sell life insurance.—E. J. Hutchinson. 

Let the success germs have a chance. They make people buy.— 
W. S. Sandifer. 

Salesmanship is making the other man see the thing I see and 
believe in the thing in which I believe—Otto H. Augustine. 

The man who lets enthusiasm wake him up in the morning, instead 
of an alarm clock, will never fail in business.—L. F. Cox. 

If you don’t like your work you don’t succeed.—E. J. Hutchinson. 

Be master of yourself and you will be master of every situation.— 
W. S. Sandifer. 

The best way to prevent lapses is to sell a man what he ought to 
have and can carry. It is well to think about the years ahead.—George 
H. Osgood. 

The world needs the gospel that is now being preached by life 
insurance men. It is a gospel of social salvation and moral elevation.— 
G. E. Norris. 

A man who carries life insurance is the safest kind of a risk when 
he goes to his bank to borrow money. It is sound policy not only to 
protect one’s family but his credit—W. B. Crawford. 

When you get stuck on yourself you might as well quit.—E. J. 
Hutchinson. 

I never saw anybody really enthusiastic who didn’t make the other 
fellow enthusiastic also. Be so filled up with the thing you are inter- 
ested in that the other man will be interested, too.—Otto H. Augustine. 
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much can be accomplished by 
studying the theory of life insurance and 





practicing it 
H. B. Nelson's Talk 
H. B. Nelson of northwestern Illinois 
has averaged a $1,000 a day in produc- 
tion during the last 12 months He be- 
lieves that ambition is behind every- 
thing that is done It is the spirit of 
ambition that should be cultivated. It 
must be developed along right lines 
Ambition is a virtue or vice Once get 
your ambition directed along the right 
line, put determination back of it and 
success will follow Mr. Nelson advised 
agents not to oversell prospects He 
advocates the middle course 
J. L. Carey of the Corn Belt Agency 
in Illinois said that the agent who has 
a reputation for honesty, integrity and 
trustworthiness in his community and 
gets the confidence of the people is the 
one who will sell the most business and 
do the most good He said that one 
policy placed should sell three others 
and will do so if an agent is honest with 
his policyholders Life insurance, he 
said, creates content 
In Business for Money 
W. l.. Coonrod of Butler, Kans., a for 
mer school teacher, frankly acknowl! 
edged that he was in the business bs 
eause he could make more money sell 
ing life insurance than in teaching. Fur 
thermore he said that a life insurance 
man can have a settled home and get 
established in a community, whereas a 
teacher cannot He believes in giving 
the highest service While he is not 
teaching, he is insuring the education 
of children 
B. A. Channer of Kansas emphasized 
the beneficent side of the business 
Kk. H. Faster, who works in the south 
ern part of Illinois, said that success 
depends not only on work but systematik 
work He feels that a life insurance 
man should regard the truth above 
everything else He believes that the 
social man is the one who will get the 
farthest in life insurance The man who 
is agreeable and cordial in all his rela 
tionships, who makes friends, who is a 
thoroughly wood = fellow creates pros 
pects all along the way Mr. Coonrod 
said that the wife of a life insurance 
man can be of great help to him in his 
business 
“Old Hutch” on the Job 
kK. J. Hutchinson of Champaign, Il! 
the only one of his kind in the country 
the wit and quaint figure of the club, 
made the following observation 
You don't have to be smart to sell life 
insurance Get out and dig. Stick at all 
cost Be a sticker when a prospect be 
| gins to cuss you if you don't like your 
work, you won't succeed When you get 
stuck on yourself you might as well 
quit if you start at the top of the lad 
der, you will have a big fall 
Vice-President R W Stevens closed 
the convention by a talk which is pro 
duced elsewhere He called attention to 
the fact that the business of the com 
pany for the year ending Aug. 1 was 
$32.5 523. Of this, the members of the 
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| of 


special 


| year 


: TA. . Piacinene @ game @ rnc. | and reds are against life insurance He 
Flood Pide ot Busine A ae - aapocoan | does not believe that much insurance is 
ing reasons tor his belief that the gen- being sold in Russia these days The 
eral prosperity ol the country was to members of the lL. W. W. or the Nonpar- 
continue and that life insurance would | tisan League are not life insurance pur- 
prosper accordingly. Ned Bomer, head | chasers. Mr. Osgood said that until men 
manager of the Grand Rapids agency, | #re willing to give a full day's work for 
spoke on “Getting Acquainted With | 4 tyre = <r ouuniins wn not 
° = “2 99 ge anywhere 1e great difficulty to- 
the Illinois Life. day is that men are seeking a full day's 
Mayor Crabtree Present pay for a half day's work Mr. Osgood 
Mavor Ed Crabtree of Jacksonville, predicts that this country will have a 
ll., was at the meeting and made a few | food panic unless more people get into 
remarks He said that he had begun to} the producing end of Nf He called at- | 
realize that life insurance is a real busi- | ‘ction to the fact that only 11 percent 
of the total population today live on 
ness. It is no place for men who have farms, while 20 years ago 70 percent 
made failures in other lines of work | aia : pile 
He said that a knowledge of salesman- . 
ship and knowing how to apply it will Life Insurance and Credit 
insure success in life insurance work \ Bb. Crawford of West Frankfort, 
G. E. Norris of Centralia, Il., said that | Il).. another banker, said that he regards 
eternal hustling and work are the keys | a man as a much safer risk from a credit 
that unlock the treasures of life insur- | standpoint if he carries life insurance 
ance Prospects are not running after | He showed how a banker is much more 
agents Life insurance soliciting is hard | willing to make a loan if he feels that 
work at its best Mr. Norris said that! the loan is secured even after death 
he sold life insurance because he be- | He showed how quick assets are needed 
lieves in it. He desires to do some-j| This is particularly true after a man 
thing worth while in his community. | dies His family or estate should not be 
He declares that he can do more for]! called upon to make undue sacrifice of 
his fellow men selling life insurance | the property left in order to get cash 
than through any other activity He He said that it is always a sound policy 
said that when an agent sells life | to protect one’s family and credit He 
insurance he does not have to appeal | sees no better medium for this than 
to the selfish side of one’s nature In | life insurance Life insurance too has 
selling other classes of goods, it is | come in as a valuable aid to take care 
largely an appeal to one's selfishness. | of estate and inheritance taxes Mr 
When a man purchases life insurance it | Crawford said that the home companies 
means a certain amount of self-sacrifice. | are doing much to keep the money in 
lL.ife insurance soliciting therefore is not | their sections and thus swinging finan- 
saturated with commercialism He } cial control away from New York It 
showed how life insurance benefited | means a larger distribution of money 
mankind and how life insurance agents | and therefore he feels that the home 
have wrought great good by being real companies should be encouraged 
missionaries in the cause He believes H. W Weston of Detroit, assistant 
that the world needs the kind of gospel | manager of the agency there, said that 
that is being preached by life insurance | jjfe insurance success depends on a 
men. It is a work of social salvation | man's ability to take a few hard knocks 
and moral elevation, Life insurance lays | ang to work He said that every time 
the foundation for the school, the church | he writes an application, he feels a great 
and the state sense of satisfaction 
C, P. denes Spraka Sandifer an KE pigrammist 
Cc. P. Jones of Oklahoma, a new man > . 
in the organization who wrote $600,000 WwW Ff. Sandifer. banker and miller in 
last year, said that life insurance pre- Kansas, proved to be the real epigram 
miums simply make up a household fund | ™'5t 0! the “oo RtION He said that 
for the family whose head is gone. Writ- | ee _ per re ~— a ee oe 
ing life insurance, he says, means the | the other _ Here are some of the ex 
doing of a good deed Life insurance | Pressions that he used in his address 
work, he holds, is one that keeps a man | Agreeableness | worth big money 
in line with the finest impulses. He be-| l’on't exaggerate Sunlight is mighty 
lieves that one of the greatest assets of | f00d, but often it gets too hot Don't 
la life insurance man is to secure the | pose, don’t put on airs, Smile when you 
confidence of his community | are turned down by a customer. Know 
G. H. Osgood of Kansas declared that | Your own contracts well and the main 
life insurance is the best buy on the | ones of your competitors From the] 
|} market today Mr. Osgood is a banker | Chin up is what counts Be thoroughly | 
and financial man. He therefore showed | honest Don't argue, but suggest An |} 
how a person in purehasing any sort of | ounce of suggestion is worth a ton of 
security today is taking a big chance. | #sument Make your language plain 
Prices may break. One may buy under| Pon't use words that your prospects 
the most favorable conditions and yet | @on’t understand, Get away from the 
the future is uncertain. Values may rise | technical phrases of insurance Keep 
or fall. Life insurance, however, grows | Your word in small matters, Lying and 
more valuable as time goes on. Mr. Os- | forgetting are expensive habits. Be 
good said that any man who secures a| Master of yourself and you will be mas- | 
marriage certificate should be made to | ter of every situation. Success germs 
take out a certain amount of life insur- | Make the prospect buy. Put the human 
ance. He believes that the wife should | touch in salesmanship. 
carry life insurance as well as the hus- G. E. Elliott of mid-western Illinois 
band. He said that agitators, radicals | advocated study and work. He believes 





produced $22,000,000 The 


company has insurance in force of $125 
000,000 The renewal ratio of the mem 
bers in the club on last year’s business 
was 83 percent There were 84 members 
of the club last year and 79 are still 
members of the club One member has 
died and one has gone into another line 
business 
The members of the club started Sun 
day morning on the trip to Boston b 
train 


Peoples Life Agency Meeting 
The annual agency meeting of the 
Peoples Life of Frankfort, Ind., will be 


held at the Colonial Hotel, Lake 
Manitou, near Rochester, Ind., Aug. 
19-21, 

\ varied program has been ar 
ranged. There will be educational 


features, in addition to entertainment 
and athletic sports. This is an annual 
affair in which all the producing agents 
participate. There will be about 100 
representatives present in addition to 
the officers of the company. 

The Peoples Life is making a splen- 
did progress this year. Its agency 
force produced $1,000,000 new business 
in June and is planning for a million 
dollar month during each of the 
months of September, October, No- 
vember and December. From present 
indications, the company will close the 
with more than $21,000,000 of 
insurance in force. 
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CAPITAL, $200,000.00 


Originators of the 
“Multiple Option” Policy, 
a three-in-one contract. 
A good policy for the 
live wire. 


A company born in the West, 
built for western people, 
by western men. 


GOOD AGENTS WANTED 






Progressive In Its Ideas 
Conservative In Its Management 


STEPHEN M. BABBIT, Pres. HUTCHINSON, KANSAS 








Significant Commentary! 


PUBLISHER of Well-Known Insurance periodicals and Books 
A recently Reported that during his Tours of the Country, Insurance 

Men he met more frequently Spoke of the Distinctive Success 
Achieved by THE COLUMBUS MUTUAL LIFE than that of any other 
company. He may have Exaggerated a bit but the Widespread Favor- 
able Notice The Columbus Mutual has Attracted is an Interesting 
Commentary on a Significant Development in the Insurance Business. 


In a Little over a Dozen Years, this Company, in the Quality and 
Cost of its Insurance, Matched or Passed the Records Established by 
the Long-Recognized Top-Notch Companies; Matched or Passed them 
in Service to Policy-Holders, although they had over a Half-Century 
Start, and the Advantage of a Thousand Times the Prestige and Volume. 


By the Entire Elimination of a Vast Amount of Customary Organ- 
ization Expense—Salaries, Advances, Drawing Accounts, Fees, Rents, 
etc., for extra Vice-Presidents, Managers, Supervisors, Superintendents, 
General Agents and Special Agents—The Columbus Mutual has Saved 
Many Thousands of Dollars and will Save Millions—Millions for Policy- 
Holders and Producing Agents in the Field. 


The Company which Discovered the Best Way to Serve Policy- 
Holders and also Serve the Agents who Actually Produce Business was 
named after Christopher Columbus and its Home Office is Located at 
COLUMBUS, OHIO, where Inquiries may be Directed by Men of 
Character who can Sell Insurance in Ohio and Nearby States. In June, 
the company Added More than Twice as Many Agents as in any 
Previous Month. The President of the company, C. W. Brandon, was 
a Producer and Successfully Worked in the Field for 25 Years. 











ANTED—a life insurance man thor- 
oughly versed in home office work. 

Must be capable of installing an office 
system, engaging and managing employes. 


CHICAGO NATIONAL LIFE INSURANCE COMPANY 
CENTURY BUILDING $3 CHICAGO, ILLINOIS 








| the 
ture in every way. 


PEORIA LIFE’S BIG DAY 
IS FITLY CELEBRATED 


—  , 

|New Home Office Building Is 

Dedicated With Imposing 
Ceremonies 


GREAT PROGRESS IS MADE 


Annual Convention of the Hundred 
Thousand Dollar Club Was Held 
at Home Office 


PEORIA, ILL., Aug. 16.—This was 
|an epoch-making day for the Peoria 
| Life and also for the city of Peoria. 

It marked the dedication of the new 
home office building of the Peoria Life, 
located on one of the prominent cor- 
| ners of the business district, the largest 
| building in town, one of the most hand- 
home office buildings in the state, a 





In connection with the meeting 
of the Peoria Life agency force, 
perhaps the most interesting fea- 
ture was the statement of Pres- 
ident Emmet C. May to the ef- 
fect that it is the policy of the 
company not to take agents who 
are connected with other com- 
panies. The Peoria Life has 450 
| agents. Mr. May said that out 
of the present agency force, there 
are only three or four who have 
ever been connected with other 
companies. He said that the 
Peoria Life does not desire to 
disturb the agents of other com- 
panies. It finds it more success- 
ful to hunt up its own material in 
other fields and train the men as 
it desires. Another significant 
statement made by Mr. May was 
that out of the whole time agents 
employed by the company, only 
four or five had left its employ 
in six years. Is it possible 
that the Peoria Life has discov- 
ered the solution of the vexed 
question of vast agency waste? 











credit to life insurance, to the com- 
munity in which it is situated and to 
It is a magnificent struc- 
Tonight the tower 
was illuminated and presented a most 
handsome appearance. Peoria is proud 
of the building and the citizens en- 
tered into the celebration in numerous 
ways. 
Description of the Building 


The building is 171 feet front on 
Main street by 100 feet front on Jeffer- 
son. It is 17 stories high, 11 stories 
constitute the main part of the building 
and there are six stories in the tower. 
The total amount of rentable space in 
the building is 146,657 square feet, aver- 
aging: about 12,000 square feet each 
floor for the main part of the building 
and about 4,000 feet for each floor of 
the tower. The building is 262 feet 
from the ground to the balcony around 
the lantern. The lantern itself is 40 
feet high, making a total of 302 feet 
from the ground to the top of the 
building. The exterior of the building 
is of granite terra cotta and is one of 
the best jobs of terra cotta ever built. 

It is entirely modern and fireproof 
in every respect, built of concrete and 
steel and there is no wood in the build- 
ing except floors and the window 
frames. The hallways are of cream 


state. 


marble to the tops of the doors and 
the floors in the hall are of Terrazzo. 
The lobby at the entrance of the build- 
| ing is one of the most beautiful lobbies 
| in the United States. 


It is erected of 
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EMMET C. MAY 
President Peoria Life 


white Italian marble with a coffered 
ceiling decorated in various colors. It 
is conceded that there is no more beau- 
tiful lobby in the Unitea States. Each 
floor of the building is equipped with 
drinking fountains. The elevators are 
of high speed, the best that are made 
and every part of the construction ot 
the building is of the very best. The 
building was designed by Peoria archi 
tects, erected by Peoria contractors and 
by Peoria labor. It is a Peoria build- 
ing, owned by a Peoria institution. The 
building represents an investment of a 
million dollars. The land is valued at 
$400,000. 
$100,000 Club Convention 


The annual convention of the $100,- 
000 Club was held today, it furnishing 
the background for the ceremonies of 
the day. The meeting was held in the 
convention room on the 12th floor. J. 
H. Ritchie of Peoria, the agency direc 
tor and president of the club, was in 
the chair. The new president of the 
$100.000 Club, Francis B. Rogers of 
Norfolk, Nebr., gave his inaugural ad- 
dress. here are 80 members of th: 
club, there having been 65 members 
last year. The club members pro- 
duced $13,802,000 of business during the 
year. A handsome portrait of Presi- 
dent Emmet C. May of the Peoria Life 
was presented to him by the members, 
Mr. Ritchie making the presentation 
address. This picture, large size, will 
hang on the office wall. 

No Mortgage on Building 


President May in telling about the 
new building stated that the founda- 
tion work was started in March, 1918. 
Then came on the war and it was de 
cided to suspend building operations 
and invest the money of the company 
in Liberty bonds. Work was resumed 
after the war. President May said that 
every dollar put in the building is 
Peoria Life’s money. There is no mort- 
gage of any kind or bonds issued on 
the building. Further, President May 
stated that it had not been necessary 
to disturb any of the investments of 
the company, but that the expense ot 
building had been paid out of current 
funds. 

Invest in Farm Mortgages 

He announced that the compan) 
would continue to invest its funds in 
farm mortgages, as it had in the past. 
He believes that that is the safest form 
of investment. He figures that the 
building investment will yield a net re- 
turn of 10 percent to the company. At 
the present time 75 percent of the space 
is rented. Many of the offices are not 
yet completed. It is predicted that in 
three months’ time there will be a wait- 
ing list for space. President May said 
that the building had been erected by 
the efforts of the agents. They gathered 
together the sinews of war in the way 
of premiums that enabled the company 
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We Don’t Owe 
You a Cent 


No Life Insurance company owes you a living. If you feel that you 
are a subject for charity no life insurance company wants you. 


But if you believe in making the most of your opportunities, and if 
loyalty and constancy are part of your natural assets, The Lincoln 
National Life Insurance Company thinks that you are entitled to the 
opportunities. 


Accordingly it offers training under schooled salesmen who go with 
you in the field if you are a beginner. It gives the most earnest Home 
Office co-operation at all times. It places in your hands a kit of working 
tools which include the most modern policy forms and by its constant 
service to policy holders it assures renewal of the business you write. 


If you measure up in good faith and ambition, the opportunities offer- 
ed by a contract direct with the company for Lincoln Life Service should 
appeal to you. 


It pays to— 


(UNK uP (wins THE (LINCOLN) 


The Lincoln National Life Insurance Company 


“*Its Name Indicates Its Character” 
Lincoln Life Building FORT WAYNE, INDIANA 


NOW MORE THAN $142,000,000 IN FORCE 
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PRUDENTI: 


mas THE A* 


" STRENGTH OF 


GIBRALTAR 


| The Prudential Insurance Company of America 


Forrest F. Dryden, President 





Home Office, Newark, N. J. 


Incorporated under the Laws of the State of New Jersey 


























1867 





1920 
The 


Equitable Life Insurance Company 


JULY 1, 1920 
$237 ,665,071.48 of Insurance in force 


An Increase of over Thirty-one Millions in six Months 


FOR INFORMATION, ADDRESS 


Home Office 


Des Moines, Ia. 
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A text book for 
have—Jacob A 


Jackson's 


beginners, a review book for experienced men, 
“Easy Lessons in Life Insurance.’’ 


$1.00, 


| National Underwriter, 1362 Insurance Exchange, Chicago 


a book that every life insurance man should 
including Quiz Book supplement. The 
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ahead with the magnificent 
project. 

President May stated that club rules 
had been revised so that hereafter in 
order to take the annual trip it would 
to write $200,000. If an 


| agent desires to take his wife or some 


| produce 


| mighty 


| gratulating the 

















other member of the family, he must 
$50,000 more. The $100,000 
Club will be kept intact as now, but it 
has been found necessary to raise the 


standard of qualifications for the trip. 
Speakers of the Morning 


H. KE. Van de Walker of Ypsilanti, 
Mich., the state manager, accepted the 
building on behalf of the agents, and 
paid hign tribute to President May and 
his associates for the completion of a 
project. 

Vice-President John H. Hungate of 
La Harpe, IIL, was present and was in- 
troduced. He made a few remarks, con- 
agents on what they 
Henry Loucks, su- 
gave an inspira- 


have accomplished, 
perintendent of agents, 











is given a thorough training, watched 
and cultivated until he has made a suc- 
cess. Mr. May said that only five full 
time agents have left the company in 
six years. 

Does Not Want Failures 


He said that the Peoria Life does not 
want men who are going to make failure 
in the business. It seeks only those that 
give every promise of success. He de- 
clared that it is no credit to a life com- 
pany to take a man and have him fall 
on its hands. President May said the 
time has come when new men should be 
trained professionally for their work. 
An agent should know more about the 
work he is taking up and how to do it. 
Unless he does train himself especially 
for his work, he can never be anything 
more than an ordinary agent. He said 
that it is necessary for modern life 
agents to study, to keep in touch with 
the best that is being said and done. He 
must know how to do things in the right 
way. After he starts soliciting insur- 
ance he should not consider that his 
study period has ended. He should con- 














tional address and was followed by T. A. 
Stamp, director of agencies. Mr. Stamp 
said that life insurance has been of 
great benefit to humanity and the agent 
should not overlook the fact that he is 
at all times a missionary of beneficence. 
He said that every life insurance man 
is called to do a big thing. When one 
takes life insurance, Mr. Stamp said, his 
self-respect has been augmented. 


New Edueational Course 


resident May outlined the new edu- 
cational course that has been prepared 
for the agents and will be put into ef- 


This course has been well 
gotten up, will be furnished the agents 
free of charge and will require three 
months to complete it. There will be an 
examination and certificate issued if the 
student is successful in passing. 
President May made an important 
statement, in which he said that the 
Peoria Life does not desire to employ 
agents of other companies. He said that 


fect Oct. 1. 


there are only three men in its present 
agency force that were formerly con- 
nected with other companies. He said 


that the company has no desire to poach 
on the preserves of competing compa- 
nies, as it has found that the men it 
secures from other activities are much 


more successful and satisfactory. He 
said that the agency men keep their 
eyes open for good life insurance mate- 


rial as they cover the field. A new man 








stantly refresh his mind with the best 
liusiness and insurance literature. He 
needs to store up reserve Strength. An 
emergency may come at any time and 
he should be prepared for it. Mr. May 
said that a man should know all he can 
about his business and then be able to 
apply it in a practical way. 


Life Insurance Is Man’s Job 


Life insurance he declared is a man’s 
job. An agent should go at his work in 
a serious way. He should learn to ob- 
serve certain hours. The life man can 
not get very far who starts to work at 
10 o’clock in the morning and quits at 
2 o'clock in the afternoon. Life insur- 
ance, he said, is no job for a lazy man. 

Mr. May paid his respects to the in- 
surance man who sells all kinds of in- 
surance, dabbles in loans and real es- 
tate. He asserted it is a big mistake 
for a keen, alert, successful life insur- 
ance man to dabble in other lines. A 
full timer should give all his efforts to 
life insurance. 

W. H. Logan Speaks 


Following the luncheon which was ex- 
tended to the agents, they were shown 
over the new building. In the afternoon 
W. H. Logan of Lincoln, Nebr., opened 
the program. He stated that good will] 
is one of the big assets of the success- 
ful man. He should have public opinion 


(CONTINUED ON PAGE 16) 
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OF ILLINOIS 


Sustained Enthusiasm 


Under the spur of enthusiasm men 
can do great things. When enthusiasm 
wanes accomplishments diminish. 


The Central Life of Illinois agents 
do not show diminishing results. 
Their enthusiasm is sustained,— 
sustained because they have ground 
floor propositions with a company 


over which they can be enthusiastic, 
one with a past that can be remem- 
bered, with a present that is an in- 
spiration and a future that is a spur 
to bigger things. 


There are some ground floor openings 
for men who wish to profit by the 
sustained enthusiasm possible with 
a company like the 


CENTRAL LIFE INSURANCE CO. OF ILLINOIS 


OTTAWA, ILLINOIS 


$32,000,000.00 in Force 


$3,000,000.00 Assets 


H. W. JOHNSON, Pres. 


W. F. WEESE, Vice-Pres. 


S. B. BRADFORD, Sec’ y. 


Illinois — Missouri—Iowa—Minnesota—Nebraska—South Dakota—Michigan and 
just admitted to Kansas and Texas where we want a few highclass General Agents 
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oeren Agents Stick 
THe training of new agents and the ence with other companies. He an- |} 
securing of new material make one of nounced it as a fixed policy of the 


the real problems for general agents 
and life companies. More and more 
the tendency is to secure agency mate- 
rial from other activities and not dis- 
turb the forces at work for other com- 
panies. 

Significant along this line was the 
statement made by President Emmet 
C. May of the Peorra Lire at the recent 
agency convention of the company. He 
said that in the present agency force of 
that company, there were only three 
or four men who had previous experi- 


Peoria Lire that it did not take agents 
of other companies. It is content to 
seek new material, train it up in the 
way that the company desires, make it 
Peoria Lire material and thus unite it 
strongly to the organization. Un- 
doubtedly this plan is having an effect, 
for Mr. May stated in the same ad- 
dress that out of the full time men en- 
gaged. by the company, only three or 
four had left its employ 
years. When results of this character 
are gained, there must be a cause. 


Gaining of Confidence 


AT an agency meeting the other day, 
Water E. SHeparp, third  vice-presi- 
dent of the Lincotrn Nationa Lire, 
making some comment on the desirability 
of a sincere and frank business policy. In 
other words, he stated that when agency 
managers desire to employ agents and 
make contracts, there should be no decep- 
“putting over anything” but a 
clear, open, plain presentation of the 
facts. In this way, confidence is inspired. 
Where agents find that they have not been 
deceived in the making of their contracts, 
in instructions from the home office, in 
the various relationships they sustain 
with the officers, they can go to their 
work without having a mental fear or 
doubt as to whether they are being 
treated on the square. 

Confidence after all is one of the big- 
gest business Those life com- 
panies are making rapid and most sub- 
stantial progress, which have the confi- 
dence of their agents and policyholders. 

The agents, themselves, see the power 
of confidence. The man, who in his com- 
munity, is regarded as trustworthy, whose 
word is as good as his bond, who is sin- 
cere and honest in his convictions, who 
conducts his business with justice to all, 


was 


tion, no 


assets. 


soon finds that people go to him im- 
plicity and rely on his good judgment. 
Mr. SHEPHARD in the course of his re- 
marks, used an illustration, stating that 
Cot. Tuomas M. Knox of Knox, PAYNE 
& Spear, Chicago managers of the com- 
pany, has built up a personal business, 
largely through the establishment of con- 
fidence. He cited a single case where 
Cot. KNox many years ago wrote a young 
man for $1,000 life insurance. That was 
all the young man could afford. The 
young man, however, has advanced and 
from time to time, Cor. Knox has written 
other insurance on the man until now he 
is carrying $140,000, representing many 
different policies that have been taken out 


during six | 


| the Fowler agency, 


from time to time, as the years have gone | 


by. Mr. SHEPHARD said that this is a per- 
fect example of confidence. Cot. Knox 
has simply built on the foundation of this 
$1,000. He had retained the man’s con- 
fidence. 

This is a big personal and business as- 
set. Where people in a community have 
faith in a life insurance man, know that 
he is on the square in every particular, 
they will feel safe in entrusting their in- 
They are willing to 


surance to him. 


take his counsel. 


Creating An Individuality 


Tue Mercuants Lire of Des Moines 
in its agency bulletin, “The Merchant- 
man,” follows naval terminology rather 
faithfully, which makes its house organ 
individual. It builds its phraseology 
about a merchant ship. In fact, its 
trade mark is a ship on the ocean. Its 
agents are called ‘“Merchantmen.” 
President W. A. Warts evidently 
lieves in keeping near the water when 
it comes to conventions, and hence ar- 


be- 


ranges to hold the annual conventions 
of the agents at Ottawa B 
Michigan. 


on Lake 


each, 


When it comes to the roll of honor, 
the Mercuants Lire has one class desig- 


nated as “Merchantmen Commanders.” 


The next are the “lieutenant com- 
manders,” and then come the “sea- 
men.” The agency organization is 


known as the MERCHANTMEN’s CLuB. 
It is interesting to note the individ- 
uality of various companies. It pays to 
develop striking features that mark a 
company. President Warts of the Mrr- 
CHANTS has certainly hit upon a very 
excellent scheme to make his company 
known and to give it a distinct caste. 


| partment he 








| -PERSONAL GLIMPSES OFgLIFE UNDERWRFFERS | 


An especial stroke of enterprise was 
shown by the Missouri State Life in 
getting out a ten-page newspaper in 
regular daily paper style, under the title 
of the “Moslic Evening News,” which 
gave a complete report of the proceed- 
ings of the company’s agency conven- 
tion at St. Louis last week. The paper 
carried detailed reports of the principal 
addresses at the convention and com- 
ments on happenings there, gotten up 
in newspaper department style, with 
half-tones and cartoons of company 
and club officials and other persons 
prominent at the convention. It also 
had a detailed story of the baseball 
game between the St. Louis and Bos- 
ton teams of the American League 
which the delegates attended in a body. 


Appointment of Robert E. Henley as 
associate attorney for the Life Insur- 
ance Company of Virginia is an- 
nowynced. His associate is John A. 
Coke, Jr., who has been connected 
with the company for some years in a 
legal capacity. Mr. Henley was for- 
merly counsel for the Old Dominion 
Trust Company of Richmond. John 
A. Coke, Sr., for many years principal 
attorney for the Life Insurance Com- 
paray of Virginia, died early this year. 

Two of the best known athletes of 
the American Olympic team now in 
Belgium, Joe and Frank Loomis, are 
members of the Edgar C. Fowler gen- 
eral agency of the New England‘ Life 
in Chicago. Jo Loomis, who is one 
of the biggest writers on the staff of 
is one of the vet- 
eran track men of the country and is 
now on his fourth trip to Europe. In 
1914 and 1915 he was regarded as the 
greatest track man in America and at 
one time held seven world’s records. 
He still holds the American amateur 
record for sixty yards at 6 2-5 seconds. 
He went to the Stockholm games in 
1916 and won the 100 and 60-meter 
dashes. He served as an ambulance 
driver in the French army, before the 
United States entered the world war, 
later joining the field artillery and earn- 
ing his commission as second lieutenant 
in heavy fighting in France. 

Frank Loomis, the youn~*r of the 
brothers, won the national champion- 
ship this year in the 440-yard hurdles 
and set a new record for that event at 
Antwerp. He became a notable figure 
in athletics while still in preparatory 
school and bids fair to equal or surpass 
his brother’s track record. 
made excellent records as insurance 
salesmen and will resume that work as 
soon as they return from Antwerp. 


Ellsworth D. Haynes, auditor of the 
Union Central Lite Insurance Com- 
pany and since 1907 one of its direc- 
tors, died at his home in Milford, O., 
Aug. 13, after an illness of 
weeks. Mr. Haynes had been with the 
Union Central since January, 1889. He 
went to the company 
where he had been connected with the 
federal internal revenue department. 
After three years in the actuarial de- 
went to the accounting 
division, became chief of that division 
in 1895 and from 1898 to 1906 acted as 
chief clerk of the insurance department. 
In April, 1906, he was appointed the 
company’s first auditor and held this 
position at the time of his death. The 
funeral at Milford was attended by 
many home office employes, and Presi- 
dent Jesse R. Clark and Vice-President 
Sage acted with other employes as pall- 
bearers. Mr. Haynes was 75 years old 
last January. 

No man at the home office of the 
Union Central Life was more popular 
with the field force than Ellsworth D. 
Haynes. He was always pleasant and 
agreeable and had a very remarkable 
faculty for impressing his affability 
upon the typewritten page of his let- 


30th have | 








three | Franklin Life 


| 





ters written to the field forces. Not 
long ago one of the officers of the 
Union Central found that one of the 
general agents had a copy of a letter 
from Mr. Haynes among his most 
valued papers, because he regarded it 
as a treasure no money could replace. 


T. Archibald Cary, for many years 
general agent at Richmond for the 
Northwestern Mutual Life, died Sun- 
day morning of this week following a 
long illness. Mr. Cary was 62 years 
old and had spent nearly all his life 
in Richmond. His father, the late Col. 
John B. Cary, became general agent for 
the Northwestern in the early 70’s, with 
jurisdiction over Virginia and North 
Carolina, and built up a fine and sub- 
istantial business for the company. He 
was admitted into partnership with his 
father at the age of 21 and continued 
to build up the agency following his 
father’s death. A few years ago, he 
severed his connection with the com- 
pany when a dispute arose over a com- 
mission from the conversion of a term 
policy in his territory which was origi- 
nally written in New York. A man 
of strong convictions, he preferred to 
give up a handsome. annual income 
rather than sacrifice what he regarded 
as a principle. Mr. Cary was a former 
president of the Richmond Association 
of Life Underwriters and was ever 
active in his efforts to uphold ethical 
standards of the profession. One of 
his sons, John B. Cary, is a special 
representative of the Mutual Benefit 
Life at Richmond. 


Louis A. Cerf, of New York, general 
agent of the Mutual Benefit Life, is in 
Broad Street Hospital, New York City, 
undergoing treatment for a fractured 
skull. Solomon Pincus, a jeweler, has 
been detained on charge of assault in 
the case of Mr. Cerf. The charge is 
made by a policeman. Mr. Pincus, 
however, declares that Mr. Cerf was 
jostled in a subway crowd and fell, 
hurting himself. 

Vice-President Nollen of the Bankers 
Life has arrived home from his trip to 
England, Holland and France. 


Miss H. C. Shoecraft of Topeka, 
Kan., who qualified for the $200,000 
Club of the Peoria Life and went on 
its trip to Glacier National Park this 
week, is one of the largest women 
writers west of the Mississippi. Miss 
Shoecraft formerly taught school. Dur- 
ing the club year her production was 
$201,000, she having taken some 77 ap- 
plications. Miss Shoecraft writes not 
only business in Topeka, but in the 
country. She is making a great suc- 
cess in life insurance work. 


Guy MacLaughlin, manager for the 
in South Texas, will 
easily pass the million mark this year. 
Mr. MacLaughlin is leading the per- 


from Indiana, | sonal writers in the United States for 


Since Jan. 1 he has 


that company. 
Besides Mr. Mac- 


written $961,000. 


| Laughlin the Franklin has eight other 


members of its Half Million Club in 
Texas. Mr. MacLaughlin will attend 
the annual convention of the company 
in Boston this month. 


President John J. Coyle of the Penn- 
sylvania Mutual Life, of Philadelphia, 
is determined that nothing shall de- 
tract from the architectural beauty or 
obstruct the view of the company’s new 
structure when it is erected at the 
junction of the Parkway, Arch and 
Sixteenth streets. Not very long ago 
the company was the victor in long 
pending proceedings against the Bell 
Telephone Company. Last week an 
injunction was obtained in the Court 
of Common Pleas restraining the Fair- 
mount Park Commission from trans- 
ferring the equestrian statue of Pres- 
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Success! The individual's success in satisfying the un- 
precedented demand for Life Insurance may be attributed to 
two factors: 


The goods offered, 
The ability employed. 





Home Office T= agent's ability is rewarded to the fullest extent only when he can 
ag assure maximum service under a liberal policy at a low net cost and 
supported by a Company of commanding character and financial standing. 





UNS CENTRAL AGENTS are enjoying an advantage due to the 
prestige of the Company along these lines. 


For further information address 


ALLAN WATERS, Second Vice President 


The Union Central Life Insurance Company 
JESSE R. CLARK, President CINCINNATI, OHIO 

















The Close of the Day’s Work 


ae you begin to figure up your earnings and All this and more we constantly strive to give our 


recall the several reason for failures during the agents. This coupled with good policy contracts 
past year, you then more than any other time keenly and liberal commissions, is an incentive which should 
realize the importance of a helpful constructive home interest any ambitious agent who wishes to make 
office service that trains you to overcome such fail- the most of his salesmanship efforts. 
ures. 


One of the vital elements which makes your day 
profitable is a harmonious working arrangement with 


home office officials and a direct co-operative spirit We would like to hear from several 


generously given. good men for important field positions 
Inter-Southern Life Insurance Company 
JAMES R. DUFFIN, President LOUISVILLE, KENTUCKY 








Under Our Direct General Agency Contract 


Our Policies Provide for a 


BUILD YOUR OWN BUSINESS Pc, 





Double Indemnity Disability Benefits 
Reducing Premiums INSURANCE CO. 
SEE THE NEW LOW RATES 66 BROADWAY NEW YORK 
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ident McKinley from the City Hall 
Plaza to the Parkway directly in front 
of the company’s home office building. 

Announcement is made of the ap- 
pointment of C. F. Cross as chief un- 
derwriter of the Lincoln National Life. 
Mr. Cross is another Michigan graduate 
vho has come to the front in actuarial 
work. He is a good all-around man 
and not only one of the best mathe- 
maticians ever turned out of Michigan, 
but he holds the western college con- 
ference record for shot-putting. He 
succeeds A, J. McAndless, also a Mich- 
igan man, who has demonstrated his 
aggressive ability and he will hence- 
forth use this ability for the benefit of 
the many reinsurance clients of the 
lincoln as assistant secretary in charge 
of reinsurance R. B, Garmire, who 
until recently has been managing this 
work, will become auditor in charge of 
agency accounts, 

This completes for the present the 
official staff of the Lincoln National 





THE NATIONAL 


recent appointment of Guy Scudder in 
charge of the department of personnel 
and planning. 

The oppressive heat and continuous 
wet weather are not lessening or dam- 
pening the zeal and determination of 
the field men of the Philadelphia Life 
to surpass all former records in wag- 
ing the Plico Patriotic Campaign. The 


total examined business produced in 
July was $2,543,000. Up to Aug. 12 
the examined business for the month 


amounted to $1,500,000. The expecta- 
tion is that the aggregate production 
of examined business during the two 
months will not be less than $6,000,000, 


W. E. Bilheimer, St. Louis represen- 
tative of the Franklin Life, who has 
been spending his vacation at his sum- 
mer home near Estes Park, addressed 
the Rotary Club of Loveland, Col., re 
cently on “Americanism” denouncing 
the spirit of bolshevism and warning 


| against slackers in business and labor. 


according to plans which have been in | 


Mr. Bilheimer filled appointment under 
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crawled into one of his fishing boots, 
and was obliged to walk with a crutch. 

M. H. Beck, agency director for the 
New York Life in Sioux City, la., has 
been felicitating his 102 agents, by 
means of letters, upon their achieving 


a native of Fort Worth. He grad- 
uated from Yale in 1919 and has been 
doing a successful real estate business 
in Fort Worth. Mr. Brants was an in- 
structor in flying and aerial gunnery 


during the war. He has been con 
| nected with the National Bank of 
Commerce at Fort Worth. He is 25 


a hitherto untouched mark of $1,000,- 
000 written and examined business in 
a single month. In June the Sioux 
City agency turned this big trick, mak- 
ing a total of $1,031,500. The leader 
in the list of producers was Dave | 


Hattenbach of Sioux City. Director 
Beck says that fully ten of his agents 


will qualify in the $250,000 club which | 


will entitle them to a trip to the club 


meeting, Syracuse Springs, N. Y., 
| Sept. 2-5. Eight others will get into 
the $100,600 club which will spend 
Sept. 6-8 at Muskoka Lakes, north of 


Toronto, Can. 

Ryan, Brants & Co. of Fort Worth, 
Tex., led all the agencies of the Mid 
land Life of Kansas City in July in 
production, The firm consists. of 








| loan of 





contemplation for some time, No | difficulties, as he was suffering from | Thomas M. Ryan and Harry E. Brants. | 
small factor in these plans was the!the bite of a centipede which had | Mr. Ryan is only 22 years of age and 











INDIANAPOLIS, IND. 
Established 1899 


PRESIDENT 


Insurance Co. 


HERBERT M. WOOLLEN 














} contest 


| ton, 


| who 


years of age. 


The Michigan Mutual Life com 
ments in its agency bulletin on the 
loan of $3,000,000 to the Woolworth 
estate and the lesson that the busines: 


man should learn from it in this man- 
ner: 
“The F. W. Woolworth case in. Ne 


York furnishes an object lesson for th 
wide man and the i 
surance One of our life insu 
ance companies has just approved a 
$3,000,000 to the heirs of Mr 
Woolworth, to be secured by a mort 
gage on the great Woolworth Buildin 
in New York City. Mr. Woolworth, 
made a fortune in 5 and 10-cent 
stores throughout the country, left an 
dol 


awake business 


agent, 


estate valued at many millions of 
lars, on which the state and federal 
taxes, approximating $8,000,000, must 


be paid. The money advanced by thx 
insurance company will be applied for 
this purpose. Had Mr. Woolworth 
carried adequate life insurance, his 
heirs would not be required to sacri 
fice anything to pay the 


taxes. 


necessar\ 


The Kansas City agency of the 
Guardian Life, under the management 
of O. Schroedel, has shown a remark 


able growth in the past year. It has 
exceeded by almost 100 per cent any 
previous annual allotment since the 
organization. of the agency. The 1920 
quota, which was raised 25 per cent 
over that of 1919, has been completed 
in the first five months of the year. 
The office has won seven months 1 


succession the monthly pennant from 
the two contestants, Minneapolis and 
Texarkana, which have been allotted 
the same quotas. 


Conference at Marinette 


Marinette, Wis., was the seat Aug. 7 
of another district conference of ; 
series arranged by the Old Line Lif: 
of Milwaukee in various sections of 
Wisconsin. A banquet of 35 covers was 
followed by a business conference. Ed 
ward Murphy, mayor of Marinette, who 
is district agent in that city, presided 
as toastmaster. The guests included 
President Rupert F. Fry, Secretary 
John F. Reilly, Assistant Secretary | 
J. Tharinger and Actuary L. C. Cort- 
right. Stockholders and directors ot 
the Old Line Life in the northeaster 
Wisconsin territory were invites! 


i 


guests. In Marinette county alone th« 
Old Line Life has $2,500,000 of lite 
contracts in force, besides more tha: 


100 accident and health policies. The 
conference was arranged by N. Gust 
Hartberg, general agent, with head 


quarters in Marinette, 





Central Life Awards Prizes 


The general agency of R. H. Hill 
was awarded the cup by the Cent: 
Life of Des Moines for winning tl] 
for writing the most busines 
in a stated length of time. J. Q. Pa 
received a gold watch for perso 
work. One of the interesting features 
of the recent convention of the cot 
pany at Clear Lake was a paper 
Mrs. C. A. Smith on “How I Help 
My Husband Make His Qucta.” 


Big Delegation from Indianapolis 


Indianapolis life insurance men 
planning on sending a large delegat 
to the annual convention of the Nati 


Underwriters in B 
Sept, 21-23. Practically every 
general agency and branch offi 
Indianapolis will be represented at 
convention. In addition to the deleg: 
named a large list of alternates 
been appointed to make sure that 
dianapolis will have a large represent 
tion at the convention. 


Association of Life 
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FEDERAL MEN MEETING 


AGENCY CONVENTION IS ON 


Club Starts Annual Session in Chicago 
—Prizes Awarded for Largest 
Production 





The Federal Life Club opened its 
ninth annual meeting at the Hotel 
La Salle in Chicago Wednesday with 
a large attendance and much enthusi- 
asm manifested. A feature of the first 
day’s session was the awarding of 
prizes for the year. The first prize of 
$300 for the largest production was | 
awarded to W. E. Moreland, the sec- 
ond prize of $200 going to R. S. Pope, | 
and the third prize $100 to Fred Hicks. | 
Consolation prizes of $100 each for 
other club members who wrote and 
paid for $200,000 or more but were not 
in the first three went to Ben Thorp, 
T. J. Wood, S. J. Heinmiller, J. S. Bald- 
win, J. B. Lowe, H. C. McCann, H. W. 
Bengle, L. I. Phillips and M. L. Wood. 

Junior club prizes for the largest 
production under $200,000 went to 
G. F. Weber, W. D. Wright and C. L. 
Murrie. Prizes for the production of 
$1,000 or more per week for at least | 
26 weeks were awarded to R. S. Pope, | 
49 weeks; Fred Hicks, 38 weeks; H. W. | 
Bengle, 47 weeks, and FE. B. Forsythe, 
48 weeks. Prizes for the largest per- 
centage of renewals during the year | 
went to Ben Thorp and Gus B. Barlow. 

| 
| 


First Day's Program 


The first day’s program included the 
annual address of W. E. Moreland, 
president of the club, greetings from 
the home office by Vice-President 
Rannells, responses on behalf of the | 
life department by M. L. Wood of | 
Oklahoma and on behalf of the acci- | 
dent and health department by R. A. | 
McCartney of Iowa and an address by | 
Robert D. Lay, vice-president and sec- | 
retary of the National Life U. S. A. 

Wednesday afternoon’s program, in | 
addition to the prize awards, was as | 
follows: 

The Duty, Obligation and Standing of | 
the Life Insurance Agent in the Com- 
munity in Which He Lives, Ben Thorp, | 
Texas. | 

Discussion open to all members led by 
H. ©, MeCann, Michigan; Gus B. Barlow, 
Ohio. 
Making a Start in Life Insurance, 8. J. | 
Heinmiller, Michigan. | 

Discussion open to all members led by | 
T. J. Wood, Oklahoma: L. J. Leahy, Illi- 
nois. 

Service—The Road to Success, J. W. 
Holsinger, Illinois 

Discussion open to all members led by 
B. F. Thornton. Tennessee: G. F. Weber, 
Texas 

Milwaukee Trip Thursday 


The entire day Thursday will be de- 
voted to a trip to Milwaukee and re- | 
turn on the steamer Christopher 
Columbus. An excellent program of 
addresses has been prepared for Fri- | 
day, closing with the election of offi- 
cers of the club, and Saturday morning 
will be devoted to the meeting of the 
Inner Circle. The program for Fri- 
day is as follows: 

Methods and Means to Increase Per- | 
sonal Production, Robert A. Ridgway, | 
Missouri 

Discussion open to all members led by 
Ross L. Bunting. Iowa: H. H. Thomas, 
Illinois , 

Life and Accident and Health Policies, 
M. C. Thompson, Kansas. 

Discussion open to all members led by 
ht. G. Keller. Indiana; t. Kiger, Montana 

Benefits, Received Through Cld Policy- 
holders, J. S. Baldwin, Texas 

Discussion open to all members led by 
rk. A. MeCartney, Texas; H. E. Lane, Illi- 
nois 

Selling Insurance to Farmers, C. L. 
Murrie, Texas 

Discussion open to all members led by 
M. L. Wood, Oklahoma; H. C. Jenkins, 
Texas. : 

Advantages to the Field Man of Rep- 
resenting a Company Issuing Both Life 
ind Accident and Health Insurance, E. 
B. Forsythe, Missouri. 

Discussion open to all members led by 
Stan Witowski, Pennsylvania, L. I. Phil- 
lips, Michigan 

The Advantage of the Federal's Com- 
mercial Accident and Health Policies to 





LIFE INSURANCE EDITION 


Sincerity is the Keynote 


Throughout the work of the men 
who carry the rate book of the 


PEOPLES LIFE 


Insurance Company 


Frankfort, Ind. 


is the quality of sincerity 


These men believe in the goods they sell. _They know the Peoples 
Life, its history, its directors, its officers, its home office force, its 
ideals, its purposes. 


They know that there is a true, genuine ring in the stuff that 
makes the Peoples Life. 


Peoples Life men stand high in their various communities because 
they are trusted, and agents who are seeking the unadulterated 
product are attracted to the Peoples Life. 


It seeks to be sincere in all its relationships. Agents representing 
a company of this type know their interests are always safeguarded 
and they will receive just and liberal treatment. 


Join the Peoples. Life and be happy. 


PEOPLES LIFE 


Insurance Company 


A. A. Laird, President E. O. Burget, Secretary 


Illinois Indiana Ohio 
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We have passed the 


HALF-BILLION MARK 


With over $530,000,000 of 
insurance now in force 


BANKERS LIFE COMPANY 


DES MOINES 


GEO. KUHNS, President 








AMERICAN NATIONAL INSURANCE COMPANY 


of GALVESTON, TEXAS 
W. L. MOODY, JR. : ; President 


FIFTEENTH ANNUAL STATEMENT 
December 31, 1919 


ASSETS LIABILITIES 
Real Estate Owned............. $ 884,324.41 Net Reserve American Experi- 
plorteage Loans, First Liens.. 3,091,830.79 ence 3 and 3% per cent....... $5,743,806.08 
ade to Policyholders Special and Contingent saperee 226,521.58 
on Company’s Policies...... 651,057.17 Death Losses in Process of Ad- 
1,589, 468.02 justment ........... - $2,029.75 
32,600.00 l other spon 100,120.13 





690,373.70 
157,631.02 SEED ccccccccce 
Surplus Security to 





168,995.02 Policyholders  .......+ss+++++++ 1,193,306.82 
2,827.02 
$7,315,786.37 $7,315, 786.37 


Life Insurance in Force, $101,632,847.00 
Paid Policyholders, $7,175,570.00 
“ANCHOR TO THE ANICO” 


For Further Particulars Write to: 


Cc. S. HUTCHINGS W. J. SHAW 
Actuary and Agency Manager Secretary and Manager 
inary Department Industrial Department 








WANTED ° es: dames Stee 


THE GEM CITY LIFE INSURANCE CO. 
OF DAYTON, OHIO 


Write the Home Office for further particulars. Here's an opportunity for a 
good man to get in on the ground floor with a progressive 
young Ohio company 








the People and Agent, E. Hollebrands, 
Iowa. 
| Discussion open to all members led by 
| Cc. C. McCue, Iowa; J. D. Thomas, Ohio. 
How to Make Use of the General 
| Agent, Fred Hicks, Michigan. 
| Discussion open to all members led by 
| Lester L. Pope, Michigan; Mary A. Car- 
|} roll, Iowa. 

My Method of Securing Applications, 
Rene Rosenthal. 

Discussion open to all members led by 
|W m. F, Cox, Texas; C. H. Theis, Illinois. 


Afternoon Session 


Lapsation, L. D. Cavanaugh, Actuary 
and Assistant Secretary, Federal Life. 


| 


J. Wood, Oklahoma; Ben Thorp, Texas; 
Shanes Cc. McCann, Michigan. 


| 
* Discussion open to all members led by 
| 
| 





My Favorite Policy and Why I Sell It, 
Russell S. Pope, Michigan. 

Discussion open to all members led by 
M. L. Wéod, Oklahoma; Gus B. Barlow, 
Ohio. 

Fooling Yourself, S. J. Del Mouly, 
Texas. 

Discussion open to all members led by 
Robt. A. Ridgway, Missouri; W. D. 
Wright, Michigan. 

Lapses in the Accident and Health De- 
partment, J. B. Lowe, Texas. 

Discussion open to all members led by 
S. J. Del Mouly, Texas; Ross L. Bunting, 
Iowa. 

The Club Idea and the Coupon Pre- 
mium Reduction Policy, Edwin D., Peifer, 
Illinois. 

Discussion open to all members led by 
Ben Thorp, Texas; L. J. Leahy, Illinois. 

Life Insurance, a Worth ‘While a 


|} ness for a Worth While Man, W 


Admire, Michigan. 

Discussion open to all members led by 
Gus B. Barlow, Ohio; R. 8S. Pope, Michi- 
gan. 

Some Difficulties of the Field Man and 
How to Overcome Them, C. M. Bartlett, 
Iowa. 

Discussion open to all members led by 
E. B. Forsythe, Missouri; W. J. Ennisson, 
Michigan. 


After Negro Fraternal 


LITTLE ROCK, ARK., Aug. 17.—The 
State Insurance Commission has been 
advised that a negro fraternal organiza- 
tion known as the United Burial Asso- 
ciation of America, with headquarters 
at Boley, Okla., has been transacting 
business among the negroes in southern 
Arkansas without holding an Arkansas 
license either as a mutual assessment 
association or as a fraternal society. 
The insurance department has brought 
legal action against the officers of the 
society and will take steps to prevent 
any further operation without a state 
license. 


Many Policies Not Approved 


The North Dakota department, which 
recently circularized all life, accident 


and health companies doing business in | 


that state, asking for copies of the poli- 
cies written, has found that many com- 
panies have been issuing policies for 
which the department will not give its 
approval. The state law requires that 


all policies must be approved by the de- | 


partment, but it is found that many com- 


panies have changed their policy forms | 


and fail to notify the department. Poli- 
cies issued in this way will be held valid, 
but the companies will be censured by 


| the department. 


Opening Substandard Department 


The Midland Life of Kansas City an- | 


nounces that it is now working out 


plans for a _ substandard department | 


which will have the effect of reducing 
deductions to the lowest possible point. 








HOME LIFE 
INSURANCE CO. 


NEW YORK 





WM. R. MARSHALL, President 


The 60th Annual statement shows admitted 
Assets of 37,780,735 and the Insurance in Force 
$185,755,819—a gain for the year 1919 of over 
$27,000,Q00. The insurance effected during the 
year was over $40,000,000, or 63% more than in 
the previous year. The amount paid to policy- 
holders during the year was over $4,388,000. 





W. A. R. BRUEHL & SONS 
General Managers 
Central and Southern Ohio and Northern Kentucky 
Rooms 601-606 The Fourth Nat. Bank Bidg. 
CINCINNATI, OHIO 





HOYT W. GALE 
General Manager for Northern Ohio 
229-233 Leader-News Building 
CLEVELAND, OHIO 











Yours for the 
asking: 
A booklet on our 





SQUARE 
DEAL 











Agency Contract 


Means much to thinking insurance men 


Nat hwenalg* 
nsurance Company’ 


Madison, Wisconsin 














The old line 


Cedar Rapids Life 


Insurance Company 


of Cedar Rapids, Ia. 


Wants three state agents for 
Central West 


A Good Chance for 
Reputable Men 

















a week is the cost of The 
6c National Underwriter by 
annual subscription. 








More Than One Million Policies Now In Force 





The Man Who Is Willing-—-and WILL 


We are prepared to offer unusual opportumities f 
ES ae os * pny 


For Pa... po Territory, Address 
H. M. HARGROVE ~- President 


Beaumont, Texas 











CONSERVATION OF BUSINESS 


We are reinstating, revamping and cleaning up indebted policies for a number of Life Companies, 
thus standardizing and conserving the business, increasing the income, preventing lapses, and keeping 
the policyholders satisfied, and at practically no expense to the Companies. 

Our references cover eighteen years of satisfactory service, and we soapectially solicit your patronage. 


THE OTIS HANN COMPANY, Inc. 
10 So. LaSalle St. Chicago, Illinois 














W. J. WILLIAMS, President 





Only four other life insurance companies in America have more 
policy contracts in force than this Company. A study of the 
following growth in ten years is invited: 


Jan.1,1910 Jan, 1, 1915 Jan. 1, 1920 
Assets $ 4,867,379 $ 8,763,566 $ 18,682,446 
Policies in Force 342,972 
Insurance in Force 44,780,907 


Attractive opportunities open to agents in Ohio, Indiana, Kentucky, 
West Virginia, Western Pennsylvania, Michigan, IIlinois and Missouri. 


The Western and Southern Life Insurance Co. 


551,969 1,058,956 
79,619,435  €91,495,761 


CINCINNATI, OHIO 


Organized February 23, 1888 
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NEWS ABOUT LIFE POLICIES 


saree ene CONFIDENCE 


Policy Literature, Rate Books, etc. Supplemen ting the “Unique Manual-Digest” , she i : : 
and “Little Gem,” Published Annually in May. PRICE, $3.00 and $1.50 sively. Years of faithful service and cooperation and honest business 
dealings have gained for this Company the unquestionable stand- 


ing and confidence of its policyholders and agents. 


| 
| 
| 









































life and endowments are $1.25; 10 pay. 


NO CHANGES IN DIVIDENDS |! x be . . 
life, $2.50; 15 pay, life, $1.75; 20-pay. life, Attractive general agency contracts with unusual opportu- 












! 
| 
| $1.50, for ages 20-45. For ages older the °.9 . . 
Much Uncertainty When Schedules for | rates are usually advanced. nities for reputable, industrious > 
Year Were Adopted, But They Mi Saaree! Lis salesmen desiring permanent nes 
oan i s . ° ‘ 
Are Still in Use a ae oe connection with a strictly ag- \j JIFE Ty 
The new salary continuance policy of ° y? 
= ald , the Minnesota Mutual Life, which pro- gressive Company. Modern Le ANCE SOCIETY 
rhe dividend schedules of the| vides for the payment of a monthly in- y0licies containing Double In- ss sur 
various companies were adopted for | come of a specified amount for a period | poncies ntal of c SA of the UNITED STATES 
1920 with a great deal of hesitation | of 60 months. is intended to cover the | demnity and Total Disability i nities - 
and the air s filled with uncertainty. | CTitical readjustment period of five years . y DEs MOINES. IOwA 
- | following the death of the head of the | features. \ ~ 


It was thought by many that some of family. It*may be written on the ordi- 
the companies would perhaps pay divi- nary life or 20-payment life plan. The Write for Information 
dends for but six months and then] total and permanent disability benefit 
either reduce or discontinue. There | may be obtained in these policies and 
has been, however, but one change | provides for the payment of one-tenth 
made from the originally announced | °f the computed value annually or 8 46 


scales The Phoenix Mutual made a | Percent of the annual amount monthly. 
ee Cs ° z . | The 








ONCE MORE IT 


















































: . aE ° os > annual premiums for a monthly in- 
reduction averaging about 17 percent. | .ome of $50 per month for 60 months 
In this case, however, the board of | are as follows: ° 
directors announced that the old scale Ordinary Life 20-Payment Life } d h All K. 
which was continued at the January . ; ms. = ' nee ea Ss em in ansas 
meeting would be but temporary only, | 72° L viet be ttf nage 7 $ 76. 5 
and might or might not be continued | 16...... 48.45 50.41 74.49 77.23 . . : 
for the full year, so that perhaps it is | 17-.-.... 49.41 51.43 75.57 78.36 Of eighty-seven old line Life Insurance com- 
afe to say that there have been no | !8:::--- 50.43 52.53 76.70 79.55 . oy: di busi ° 
" e tt : ‘i, ~ - e id be “eheree 46 53.64 77.83 80.73 panies writing ordinary Dusiness in Kansas dur- 
changes to date. would seem, there-/o9 253 54.80 79.02 82.00 . ; 
fore, that the surpluses of the various | 21. 3.67 56.01 80.26 83.33 ng 1919, official advices from the State Super- 
companies are allowing for the present | 32-- My HR BBB intendent of Insurance again demonstrate the 
dividend apportionments, in spite of the | 57°°"*** 7 34 59 9 497 87 . . 
’ .* . eee 57.39 59.94 84.27 87.53 . 
large amount of new business which | 5;  __ 58.75 61.37 85.68 88.99 choice of the people of its Home State to be 
has been written. One thing is cer- | 26...... 60.18 62.89 87.17 90.54 | 
tain, however, that after a short period | 27...... os 86 Sa i ee gs ° 
of time when some of this new busi-|3$----- $233 $832 U3? 3B The Farmers & Bankers Life 
ness has been assimilated the com- | ia 66.65 69.77 93.71 97.31 
panies will be able to take care of any | 31...... 68.50 71.73 95.51 99.16 | i . 
new volume without reducing their | = tees ha te 4 ont nsurance ompany 
present financial strength. Everything | 34°°°. 7460 7822 10137 105.23 
came at once, the war, expense, influ-| 95.1... 76.87 90.62 -103.52—-107.47 | WICHITA KANSAS 
enza, low valuation and new business. | 36...... 79.27 83.16 105.73 109.76 | 
he fas ow x - = Moscower | Oi... 81.78 85.84 108.05 112.16 
The last, however, will be a life-saver betes 84.43 88.66 110.48 114.68 
in the long run. Eee 87.25 91.64 113.02 117.30} = 
? eae : : i er 90.23 84.82 115.73 120.09 | 
Midland Life of Missouri Dihecees 93.41 98.19 118.57 123.13 | 
a ' : - nbeebe 96.75 101.75 121. 126.33 In 1919 
The Midland Life of Kansas City an-/43...... 100.34 105.56 124. 129.73 
nounces that it will not consider appli- | 44...... 104.13 109.60 127.$ 133.38 
eations for insurance from married | 45 ..... 108.16 113.88 131.5 137.22 | . . 
women, irrespective of age or insurable | 46...... 112.44 118.43 135.: 141.22 | 44 G l Ag p d f 
interest, or whether or not the woman | 47...... 117.00 123.32 139. 145.53 | enefra encies al or 
is childless or has borne children. It | 48...... 121.89 128.57 143.3: 150.09 
will continue to receive applications eer 127.05 134.12 147.! 154.92 | 88 000 000 
from widows of independent income be- | 50...... 132.58 140.08 152.57 160.11 | 9 9 
tween the ages of 20 and 55. It will also | 51....-. 138.43 146.33) 157.65 = 165.66 
receiv ¢ teati » " inela . — 144.67 153.07 163.04 171.58 
receive applications from single women | = 3 151.33 160.31 168.81 177.90 . 
employed or of independent income be- | 2i----- 13432 16081 iee-sy 127-30 Standard Business 
twee Fe 9 ) rr o8. ‘ 74.97 : 
tween the ages oF 2) Gas 55...... 166.02 176.27 181.57 191.96 | 
S6...--- 174.32 oe 188.64 ; ° 
i _ See 182.76 nxt 196.24 : : P 
Connecticut General se - ees | Dividend Scale Maintained, Surplus Increased 
The Connecticut General will now ac-/59,..... 201.87 oe 213.17 
cept applications for Disability Income] gg... 212.45 ae 229 59 
or General Disability Income riders to 
be attached to a life policy to provide an * 
neome up to $1,000 per month. The Massachusetts Mutual 
limit on Double Indemnity has been fixed The Massachusetts Mutual has reduced ° 
at $25,600. “its age limit to age 14, and the rate tor! New England Mutual Life Insurance Co. 
od |} that age will be the same as age 15 | 
Federal Life — Boston, Mass. 
The Federal Life of Chicago has in- Northwestern National | 
creased its net line to $15,000 for age The Northwestern National of Minne- K em” = = = ’ 





20-55: under age 20 and over age 55) apolis has increased its maximum net 
ind on female risks the amount retained | retention from $15,000 to $25,000 at ages 
will be $10,000. up to and including fifty 

The Federal will issue Sept. 1 a non- 


y articipating 30-year endow ment Rates Security Mutual An Exclusive Life Reinsurance Company 





1ges 25. 35 and 45 are $27.09, $29.82 
and $36.44. New tables of rates have The Security Mutual of Lincoln, Neb., 
also been prepared for non-participating | is getting out new policies and a new 
ordinary life and 20-payment life con-! rate-book which will be ready in Octo- 
aaa |e THE REINSURANCE LirE COMPANY 
Inter-Southern Life Bankers Life of Iowa . . 


The Inter-Southern Life is preparing The Unique-Manual Digest reports the 
i T ;| Bankers Life of lowa as paying 4.5 per- 


new policy forms This company has . ; 
entered Ohio and Pennsylvania recently | Cent interest on funds left with the com- 


and ia " ry a " . : iny m April 1. when the current 
and is now operating in eight states. pany ‘ 
year's dividend schedule went into effect E Ss TOINES, IOWA. 


. this rate was increased to 4.8 percent 
LaFayette Life 


LaFayette Life is now accepting Maryland Life Prompt Service Fall Coverage 
Women on ordinary life and all higher The Maryland Life will now accept 


s; heretofore women were not ac- ¥ ‘ : é ° 
cepted on policy with premiums less than single women on all life plans as well as Attractive Contracts 
20-payment life , = 5 endowments, without extra premium 
-"-paymen e. 


Ta | Spencer Boise, formerly a_ leading - 
Maryland Assurance member of the “Million Dollar Band,’ H. B. HAWLEY, President F. D. Harsh, Secretary 

The Maryland Assurance has adopted | which made its reputation in the A. E 
the double indemnity clause and will} F., has joined the staff of the Provident | € 
issue it up to $10,000 Rates on whole! Life of Bismarck, N. D = 














NATIONAL 


UNDE RWRITE R 





14 THE 





THE GUARDIAN LIFE INSURANCE COMPANY 


1860 _an saan ERARy 1920 


The following figures show the growth of this Com- 
pany since the first policy was issued on July 16th, 1860: 
Surplus & Insurance 








Jan. Ist Assets Liabilities Div. Funds in Force 
_ Ree $ 194545 $ 10,000 $ 184,545 $ 499,979 
EAR 6,640,004 5,866,390 773,614 34,090,100 
Sorte 14,825,966 13,701,958 1,124,008 54,199,371 
_, eae 34,104,782 29,360,065 4,744,717 104,327,267 
een 58,215,528 53,133,246 5,082,283 200,179,021 
Received from Policyholders............seeeeeees $172,071,765 
Paid to Policyholders since organization. .$130,142,891 
Assets held as security for Policy- 

ST Joc heawuhed cca cui eed <aeo nena 58,215,528 

—_——— 188,358,419 
Net Gain to Policyholders after payment of all 
a a en ane $ 16,286,654 
NEW BUSINESS PAID FOR 1919..... $37,342,844 


A GROWING COMPANY FOR GROWING MEN 


For a direct Agency connection address 


T. LOUIS HANSEN, Vice-President and Agency Manager 
50 Union Square, New York City 








THE CRESCENT LIFE INSURANCE COMPANY. 
CAPITAL STOCK (FULLY PAID) $100,000. 


Owned and operated exclusively by Mecone (only one of its kind in 
¢ wor 


COPYRIGHTED CONTRACTS. 


Only Masons need apply for Agencies. No advances. No first 
year premium notes. Cash Business. All Physicians must be Masons. 


M. E. Callane, Secretary. Bertram Day, President. 


FLETCHER TRUST BUILDING - - INDIANAPOLIS 








| held 


} 1s close 


GUARDIAN LIF E'S RALLY 


BIG WRITERS IN NEW YORK 


Splendid Program Is Arranged—Many | 


Subjects Are Treated by 
Men Who Know 


NEW YORK, Aug. 18.—Agents of 
the Guardian Life fortunate enough to 
have qualified for membership in the 


company’s “Leaders Club” are holding 
their third anual gathering in this city. 
It was originally intended to hold the 
gathering at the Thousand Islands, but 
upon learning thai the hotel facilities 
were inadequate, previously made reser 
vations were promptly caneelled and 
New York City decided upon as the 
place of meeting instead. 


Great Work in July 


The Leaders Club is 
representatives of 


composed of 
the Guardian 


Life whose individual writings within 
the fiscal year aggregate not less than 
| $100,000 of paid for business. The 


present enrollment of the 
i to 300 members, 
have secured business 
the minimum reauirement, and have 
accomplished the task without resort to 
high pressure or other questionable 
methods. To show what can be done 
during the supposedly dull period, the 
agents of the Guardian Life wrote over 
$7,500.000 of business during July, the 
record monthly achievement in the his- 
tory of the company. Five women 
agents are among the number here this 
week. each having written more than 
her allotment. 


organization 
many of which 


Hansen Is in Charge 

While the general 
convention is in the 
Hansen, 
Manager, 


direction of the 
hands of T. Louis 
vice-president and agency 
each of the sessions is in 


Club, 


far in excess of | 


August 19, 1920 


immediate charge of a member of th« 


field force, and the topics slated ‘tee 
discussion are of primary concern 
the men on the firing line. 


Bexinning promptly Wednesday morn- 
ing, sessions are being held both for 
noon and afternoon of each day, unti 
Friday night, when the convention wil! 
conclude, the following day being give: 
over to a meeting of the managers. T! 
program follows: 

Wednesday—First Session 

Charles B. Rudd, president 
Evansville, Ind., presiding. 

Roll Call and Announcements. 

Welcome—Hubert Cillis, president 
the company. 

“Possibilities of the 


Leaders 


Life 


Insurance: 


Business in the United States,” T. Louis 
Hansen, vice-president and agency mat 
nuger 

“The Systematic Use of Time” Leads 


a. <&. 
Business 
Belleville, | 
Second Session 
Tubbessing, first vice-presiden 
Leaders Club, St. Louis, presiding 
(a) In City; (Cb) In Cou 
(a) George Tilles, For 
(b) G. PD. Breck, Sioux Fall 


Brown, Greenville, 
Conservation of 
Arthur Niemeyer, 


James L 
“The 
Leader, 


LL. W 
of the 
“Prospects” 
try—Leaders 
Smith, Ark.; 
Ss. ID 
“Preparing for the Interviews 
Leader, G. K. Harris, Detroit, Mich 
“Sizing Up the Buyer”’—Leader, RK. ¢ 
Hunter, St. Paul, Minn. 
Thursday—Morning Session 


Abels, second vice-president 
Leaders Club, New York City, presiding 
“Cooperation,” Carl Heye, vice- 
dent and secretary of the company 
“Writing Methods of Selling Life Il 
surance’—Leader, A, W. Fetter, Greens 
Lore, N. «c 
‘The Value of Hazard 
Factor.” Dr. Charles B. 
director of the company 
Answers to Questions 
Question Box 
Afternoon Session 


Henry 


presi 


of the Moral 
Piper, medical 


Found in the 


lL. I. Doyle, vice-president at large 
the Leaders Club, Tulsa, Okla., presiding 
“Business Insurance”’—Leader, Charles 
B. Rudd, Evansville, Ind. 
“Inheritance Tax Insurance’—Leader, 
J. M. Andrews, Fort Smith, Ark. 
Friday—Morning Session 
Harold Pearce, vice-president at larg: 





Northwestern 
National Life Insurance 
Company 
MINNEAPOLIS, MINN. 


A WESTERN, MUTUAL, ANNUAL DIVIDEND, 
OLD LINE COMPANY 


The Company for Policyholders and Agents 








¥ 
( 


—. 





$50.00 A WEEK FOR LIFE 


while totally disabled from eitherinjury or illness. $6,000.00 
fordeath by ordinary accident,$12,000.00 forTravelaccident 


AND IT ONLY COSTS $56.00 PER YEAR 
Our top salesman a eae * png at year. Does it in- 
——_—_—_——— terest you? so write 


BUSINESS MEN’S ASSURANCE COMPANY 


W. T. GRANT, Vice-President. KANSAS CITY, MISSOURI 











State Mutual Life Assurance Company 


OF WORCESTER, MASSACHUSETT Ss 


Incorporated 1 


1919—SEVENTY-FIFTH ANNIVERSARY YEAR 


For 75 years—far longer than the average life—the STATE MUTUAL has 
furnished unsu: tection and service. 
Additions are made to our agency force when the right men are found. 
STEPHEN IRELAND D. W. CARTER 
Superintendent of Agencies Secretary 





B. H. WRIGHT 
President 














Mr. 


For thirty years 
surance business. 


Lindsay 


Hundreds of 
teaching. In not a few instances, 
“The 
braces 
work. 


Sum and Substance of 


principles and practices that are 
insurance. 


The novice, or the 


attain success, 


This book is 


perfectiy 


Quantity 


The 


The National Underwriter, 


1362 Insurance Exchange, 


Please send me as soon 


Gentlemen: 


‘The Sum and Substance of Life Insuran« 
$3 on receipt of the book. 
Name otters 
Company 
BEBIOES: ccdsocassccececcecoseces 
ee Beene 





Forbes Lindsay’s New Book 


“‘The Sum and Substance of 
Life Insurance Salesmanship’”’ 


Out in September 


has been engaged in the 
He is well known to readers of 
derwriter as a sales manager and as a writer. 

agents have testified to benefits derived from his 
men who were 
have developed into large producers under his direction. 
Life 
all that he knows about the practical phase of the Agent’s 


This book is the most helpful he has written. 
necessary 


To the experienced and successful man, 
mended as a handy summary of what he has learned. 
man who has not arrived at 
. will find it a safe and certain guide to development. 

him, explicitly and in the most practical manner, what he must do to 
and how he must do it. 
adapted to use as a 
charged with the instruction of agents. 


Price $3.00 


prices on application 
National Underwriter 


Chicago 
as possib} } 


e Salesmanshy 


Life In 


The National Un- 


accounted failures 


Insurance Salesmanship” em- 


It covers all the 
to success in selling life 

this volume is recom- 
mature ability. 
It wil point out to 


textbook for those 


Order through 


wtrhes Lindsay’s new book 


for which I agree to pay 











August 
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mel | [2 
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WANTED! 


nti DISTRICT AND SPECIAL 


AGENTS 


7 both in NORTH DAKOTA and 
ar SOUTH DAKOTA, by one of 
the most active and progressive 
Old Line companies in the 
ne Northwestern field. 
puis business in its home state at the 


gsi rate of $500,000 per month. 


Men of integrity and ability, 
who wish to stay and build for 
the future, will be given liberal 
ent contracts directly with the 


ink Home Office. 


We invite correspondence. 


PROVIDENT INSURANCE 


COMPANY 


BISMARCK, NO. DAKOTA 


Writing 











ACTUARIES 








= F. CAMPBELL 
CONSULTING 


76 West Monroe Street 
Telephone Randolph 918 


CHICAGO, ILL. 








K J. HAIGHT 


CONSULTING 
ACTUARY 
810-813 Hume-Mansur Bldg. 


INDIANAPOLIS 


Kraft Building, DES MOINES, IOWA 








area C. HARVEY 
CONSULTING ACTUARY 


_ Chemical Building ST. LOUIS, MO. 








J. McCOMB 
e COUNSELOR AT L 
CONSULTING ACTUARY 


Premiums, Reserves, Surrender Values, 
etc., Calculated. Valuations and Exam- 
inations Made. Policies and all Life In- 


surance Forms Prepared. The Law 
Insurance a Specialty. 


Colcord Bidg. OKLAHOMA CITY 


of 











J. H. NITCHIE 
ACTUARY 


523 Association Bldg., 19S. LaSalle St. 
Telephone State 4992 CHICAGO 








| 
| 


| 
| 


CHARLES SEITZ 
* CONSULTING ACTUARY 
Author of 
“System and Accounting” 


209 So. La Salle St. CHICAGO 








EDERIC S. WITHINGTON F.A 
CONSULTING ACTUARY 
AND EXAMINE 
402-404 Kraft Building 
DES MOINES, IOWA 




















HOTEL WISCONSIN 


Big Hotel of Milwaukee 


HEADQUARTERS for INSURANCE MEN 


500 Rooms—400 with Bath 








EASY = a ape 


py Fe 1362 
Chicago. 








— | & by LIFE INSURANCE 


LIFE INSURANCE 


| Leaders Club, Cleveland, O., presiding. 


Announcements 

“Gaining Attention and Arousing In- 
terest"—Leader, J. F. Treat, Fargo, N. D 

“Closing”—Leader, E. A. Timme, Chi- 
cago, Ill. 

“The Get Away and Follow-Up"— 
Leader, H. O. Weber, Cleveland, C 

Afternoon Session 

Charles B. Rudd, president Leaders 
Club, presiding 

“Visualizing Life Insurance,” Dr. John 
A. Stevenson, director the School of Life 
Insurance Salesmanship, Carnegie Insti- 
tute of Technology, Pittsburgh. 








WITH INDUSTRIAL MEN 

















Importance of Approach 


L. J. Mendelis of the Prudential at 
Wilkes-Barre, Pa., says that an agent in 
selling ordinary insurance must be very 


careful of his approach He regards 
| personal appearance as quite a factor in 
making the first impression Personal 
appearance, he says, has a direct influ 
ence on the agent himself A man who 
dresses neatly and with good taste 
has self confidence Self consciousness 


doesn't retard his progress Mr. Men- 
delis says that the agent should be on 
the alert for prospects. He should meet 
as many people as possible, learn all 
about them and ascertain whether they 
are insurable He thinks that it is a 
desirable feature to be able to quote the 
rates for different ages off hand, even 
if they are only approximately correct 
He believes that many life agents ap- 
proach their prospects with the feeling 
that they are doing the agents a favor 
and that they are on a lower plane than 
the man being canvassed He says that 
prospects should be approached without 
regard to creed or nationality, business 
or social prestige A life agent is in a 
great business and he does not need to 


| apologize for it 





E NEWS OF COMPANIES 





Manhattan Mutual Life 


The company expects to make a gain 
in insurance this vear of $1,250,000, This 
company started writing business in 
June, 1918, and is devoting its energies 
to developing Kansas and principally the 


| territory adjacent to Manhattan. While 


the volume of business secured by this 


| institution is not so large, the lapse ratio 
| is only about 6 percent In 1919 the com- 
|} pany increased its surplus As a rule 


[ LOCAL ASSOCIATIONS a 


no company is able to even keep its orig- 
inal surplus intact the first vear or two 
This is evidence of the very capable 
management of the company 











Racine-Kenosha, Wis. The Racine- 


| Kenosha Association held its second an- 
|} nual outing Aug. 14 at Twin Lakes, Wis 
The Racine members joined the Keno- 
sha members at noon and traveled to the 


lakes in a body There was a dinner at 
1 p. m., followed by a ball game and 


| other sports. Part of the afternoon was 


cevoted to a discussion upon the coming 
annual convention of the national asso- 
ciation at Boston James Baley of Ke- 
nosha is the official delegate of the Ra- 


|} cine-Kenosha association 


People’s Life Meeting 
The annual agency meeting of the 
People’s Life of Frankfort, Ind., is be- 
ing held this week at Lake Manitou, 
one mile east of Rochester, Ind. The 


EDITION 


un 











People’s Life now has more than $19,- | 


000,000 of insurance in force. Of its 


| assets $1,170,250 is in mortgage loans. 


Midland Agents to Boston 


Thirty-five agents of the Midland Mu- 
tual Life of Columbus, O., wil! attend the 
annual convention of the National Asso- 
ciation of Life Underwriters at Boston 
next month. Secretary George W. Stein- 
man announced that they had won the 
right to have the company share in their 
expenses because they qualified in the 
Leader Club of the company. 

The company reports that during July 
the new business paid for aggregated 
approximately $750,000. The company 
issued during July $912,000. This makes 
the total of insurance in force July 31 
$38,075,000 





Indianapolis Life Insurance Company 


1905 
1906 
1907 
1908 
1909 
1910 
1911 


1912 
1913 
1914 


1915 
1916 


1917 
1918 
1919 
19 20 


to July Ist 


INSURANCE IN FORCE 
$ 325,000.00 
1,281,909.93 


2,158,315.62 Re ane 
2,344,449.12 Nlanagers 1p ope n 


3,037,135.59 at 
3,760,237.71 South Bend 
4,451,264.48 and 
5,756,690.86 Evansville 
7,011,554.27 Indiana 
8,655,788.49 
10,231,921.21 
12,021,820.06 Write to 
13,665,053.54 
15,532,346.26 paar 
20,456,374.44 


23,521,845.38 


Indianapolis, Ind. 


Operates in Indiana, Illinois, Michigan and Texas 

















First 


WANTED 


class Field Superintendent. 


For an old line Life Insurance Co. 


This is 


Location—Middle West 


Salary and Expenses 
an exceptional opportunity. Liberal 


Commission contracts, with perpetual renewals, 
to offer agents. Our policy contracts are un- 
excelled. Correspondence confidential. 


Address, 92-F 


Care THE NATIONAL UNDERWRITER 


175 West Jackson Boulevard 
CHICAGO, ILL. 


























Improved Disability Provision 


Claim ma‘ 


p< riod. 


be made as soon as disabilily occurs—no probationary 


Payments begin immediately on approval of claim-——no proba 


tionary peri 


iod 


Monthly payments. lifelong, conditioned on permanence of dis 


ability. 


Immediat 
anniversary 


Full amotu 


e waiver of future ~—premium no waiting until nex 


int of insurance paid when insured dies, without deduc- 


tion for disability payments or for premiums waived 


This new 


oldest legal 
of the insur 


disability provision brings the service of America’s 
reserve life insurance company still closer to the needs 


ring public. 


For terms to producing Agents address 


The Mutual Life Insurance Company 


of New York 
34 Nassau Street, New York 



































Nothing Is Estimated 


Agents selling life insurance find it of distinct ad- 
vantage these days to sell policies that carry absolute 
promises backed by the legal guarantee of the cor- 
poration. 


The Indiana National Life 


Insurance Company 
Indianapolis, Ind. 


sells only nonparticipating insurance. It is bed rock life 
insurance with no frills or fancy adornments. It is the stuff 
that appeals to the people who want every possible dollar 
of protection they can buy for every dollar deposited as 
premium. 


Our 1920 program is a progressive one that contemplates 
a vigorous and systematic campaign for business. 


We have the policies and the agency contracts. 
We have the home office equipment and territory. 


We now need the men to carry the Indiana National ban- 
ner into new strongholds backed solidly by the whole 
organization. 


Last year was a banner year in life insurance. This year 
will be a still better one. 


Address C. D. RENICK, President 


INDIANAPOLIS 


Open Territory for Illinois, Indiana and Michigan, with 
contracts that will interest you 
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BANKERS LIFE INSURANCE COMPANY 


OF NEBRASKA 
HOME OFFICE - LINCOLN, NEBRASKA 





Assets, $17,100,000.00 





McCool Junction, Nebraska, May 15, 1920 


BANKERS LIFE INSURANCE CO., 
Lincoln, Nebraska. 


TWENTY PAYMENT LIFE 
POLICY 


Matured in the 


OLD LINE BANKERS LIFE 
INSURANCE COMPANY 


of Lincoln, Nebraska 


Gentlemen: I wish to thank you very 
much for the satisfactory manner in which 
your agent, Mr. R. F. Lord, has just made 
settlement for my policy No. 7019 which 
was issued to me on the 3rd day of May, 
1900. 

Mr. Lord has handed me your check for 
$797.50, in full settlement of said policy, on 
which I had made twenty payments of 
$30.40, or a total of $608.00, receiving in cash 
$189.50 more than I paid to the company and 
have had my twenty years protection ol a 


Residence ..... 
...McCool Junction, Nebraska 


$1000.00 for nothing. Amount of policy. .....$1,000.00 
I wish to thank you very much for the Total premiums paid 

settlement and for the protection you ae POR 0 

afforded my family during the life of the 

above policy and can honestly recommend SETTLEMENT 


your policies to any one desiring good in- 
surance and a square deal. 
Yours very truly, 


HARLAN L. ELLIS. 


Total cash paid Mr. Ellis 
$797. 


And 20 years insurance for 


nothing. 





We are prepared to assist agents in organizing for 
action, giving them the kind of Home Office 
service and co-operation which will multiply their 
earnings. 


If interested, write us. 





Everything Is Guaranteed 





| treat 
|} and 
| agent 


| after 


| channels. 


———— 


PEORIA LIFE’S BIG DA 
IS FITLY CELEBRATED 


CONTINUED FROM PAGE 6) 
with him. He should endeavor to create 


a good, substantial reputation in his 
community. In all his work he should 
build for permanent success. Mr. Logan 


said that he should cultivate particularly 
the men in the same line of business, 
them fairly, be gracious to them 
get their good will. The general 
should get the good will of his 
agency force. The highest service should 
be rendered to policyholders. All this 
begets good will. 


G, B. Pattison'’s Talk 
G. B. Pattison, secretary and actuary 


of the company, reviewed the history of 
the Peoria Life, stating that it has never 


engaged in any fancy stunts. It has 
never attempted phenomenal or spec- 
tacular activities. It has never sought 


to bring high pressure methods to bear 
to get business, only to result in a high 
lapse ratio. It has sought the highest 
grade agents and then left it to them 
to get a good class of business. He said 
that the business put on the books had 
persisted remarkably well. During the 
nine years’ time that ne has been with 
the company there has been but one suit 
over a claim, that being on one of the 
old assessment policies of the original 
company where the payment of the pre- 
mium was in dispute. He said that the 
Peoria Life had adopted the policy of 
cultivating its territory closely. It built 
up a large business at home before it 
attempted to extend its territory. It is 
now operating in Illinois, lowa, Kansas, 
Nebraska, Missouri, Kentucky and Mich- 
igan. Mr. Pattison said that the Peoria 
Life did not care to spread over a wide 
field. He said that justice and honor 
are the chief foundation stones of the 
company. 
Cc. B. Rewley Speaks 


Cc. B. Rowley, agency director, spoke 
about the old days of life insurance, 
showing how methods have changed for 
the improvement of everybody in the 
business. He said that no one wants a 
failure in an agency organization. He 
feels that many of the life insurance 
failures have been due to lack of proper 


training when the men started. He said 
that life insurance soliciting demands 
the keenest intellect and the highest 
character. The life man should be filled 
with apt illustrations. Personality, he 
said, is a big thing in life insurance 
work. He feels that the companies are 


doing much to reduce the agency waste 
by training their men better, by looking 
them in a more intelligent way 
and directing their energies along proper 
He said that the day of the 
rebater, the twister, the misrepresenter, 
high flyer is passing. Service is 
outstanding feature of modern life in- 
surance work. The old, loquacious, 
smutty story teller seldom gets an audi- 
ence. He said that big money is being 
spent by companies in conventions, in 
literature, in bulletins, in educational 
courses, to help their agents. Mr. Row- 
ley said that the life insurance men have 
been a great educational force in telling 
the people the meaning of life insurance. 

T. A. Curnow of Kewanee, Ill., and 
| Dr. F, A. Causey, associate medical di- 
rector, followed with addresses. 





Uses Civil Service Methods 


by 
the 
that 
all promo- 
Mr. Luellen 


. om § 
state 
the 


The closing talk was made 
| Luellen of Topeka, Kansas, 
| manager. Mr. Luellen said 
Peoria Life aimed to make 
tions out of its own ranks. 
is an example of this civil service pol- 
icy, as he formerly worked in Michigan 
for the Peoria Life. He said that when 
a man enters the service of the Peoria 
Life, if he makes good, he is in line for 
promotion. 

The first vice-president of the $100,000 
| Club is E. G. MeVey, the second vice- 
| president, J. L. Humphrey, and the third 
| vice-president, J. B. Dexter. The presi- 
| dent of the $200,000 Club is T. E. Rog- 





ers of Flint, Mich., the first vice-presi- 

| de nt, Kasper Schmitt, the second vice- 
| president, H. O. Goodrow, and the third 
| vice-president, S. W. Smith. 


Memorial Banquet 


In the evening a banquet was held at 
the Shrine Temple with President May 
as toastemaster. The agents, employes 
and a number of Peoria business men 
were present. The speakers were Mayor 
E. N. Woodruff, one of the organizers of 
the company and its treasurer, and who 
is now a candidate for governor before 





the Republican primaries; Rev. James 





the | 
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“SOMETHING 
NEW FOR 
AGENTS” 








National 
American 
Life 
Insurance 
Company 








Burlington, lowa 








The Provident Life 
and Trust Company 
of Philadelphia 


(Penna.) 


Provident agents are sell- 
ing not only protection but 
satisfaction. 


The policyholder who 
matures a Provident Long 
Endowment is a center of 
Provident influence in 
his community. 


PROTECTION +- THRIFT —=SATISFACTION 











“THE COMPANY OF CO-OPERATION" 


DES MOINES 


LIFE AND 
ANNUITY 


COMPANY 


We will insure the whole family! 
Any plan, any age, either sex! 


This is a service our men 
appreciate these days. 


If it appeals to you, write 


HOME OFFICE 
DES MOINES .-7 Bids.) IOWA 


TERRITORY 


IOWA SOUTH DAKOTA 
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August 19, 1920 





Shannon, vicar general of St. Mary’s Ca- 
thedral; H. W. Johnson of Ottawa, IIL, 


president of the Central Life of that | 


city and president of the American Life 
Convention and State Senator John Dai- 
ley. 

President Johnson gave the life insur- 
ance talk of the evening, calling atten- 
tion to the fact that life insurance is 
now one of the big businesses of the day. 
Life insurance has much of public serv- 
ice in it. He said that life insurance is 
based on the science of law, medicine, 
business and finance. During the last 
30 years, President Johnson said that the 
loss to policyholders of legal reserve 
companies has been almost negligible. 
Even during the last 25 years when 
there has been such a big crop of new 
companies, many of them organized on 
a high pressure stock selling basis, the 


LIFE INSURANCE EDITION 








policyholders have lost but little. He | 


said there had been 55 liquidations dur- 
ing recent years, involving $139,000,000 
of insurance. Of this $138,000,000 has 
been taken over by other companies and 


the contracts are being carried out to} 


completion. 
been taken care of in some way or the 


Of the rest, almost all has | 


other. He said that the stockholders | 
have lost in a good many cases, but the | 


policyholders have not. He said that it | 


is almost impossible for a policyhol@er | 


to lose in a legal reserve company. 

At the close of the regular program, 
impromptu remarks were made by Con- 
gressman Clifford Ireland, T. R. Wed- 
del, editor of the “Insurance Post” of 
Chicago, and C. M. Cartwright, manag- 
ing editor of The National Underwriter. 

The Peoria Life was organized Feb. 7, 
1908. Its capital stock is $250,000, its 


assets $3,750,000, business in force $55,- | 


000,000, a gain of $14,000,000 during the 
first seven months of 1920. It has 450 
agents. It has paid the policyholders 
more than $1,000,000. 

The club members left Tuesday for 
Glacier National Park in a special train. 
They will go to Boston next year. 


WOULD ELIMINATE KNOCKING 





Head of North Texas Association in 
Campaign to Root Out “Detri- 
mental Practices” 





DALLAS, TEX., Aug. 17.—Elimina- 
tion of detrimental soliciting practices 
now employed by some agents and 
placing the insurance business upon as 
high plane as the banking business in 
Texas will be the special work of the 
North Texas Association of Life Un- 
derwriters during the coming year. 
Henry Camp Harris, newly elected 


president of the association, declares | 





that while the “detrimental practices” | 


in Texas are not as great as in some 
other states, some of them exist and 
should be eliminated as speedily as 
possible. He has found that “knocking 
competition” and_ pitting mutuals 
against stock companies are the chief 
injurious factors used in selling insur- 
ance among the agents of Texas, and 
says there is no legitimate reason for 
them. 

Mr. Harris, who is state manager for 
the Reliance Life, is a firm believer in 
selling life insurance for what it really 
is—protection—no matter what com- 
pany sells it. He believes all the old 
line companies are reliable, says they 
have the same rate, figured out on 
scientific and mathematical basis, all 
write a good strong line of policies, 
all working for the same end, and 
hence there should be more and closer 
co-operation among the agents and the 
managers, looking to writing more in- 
surance and doing less “knocking.” 

With these things in mind, President 
Harris is going to have “competition” 
discussed from all angles during the 
coming year. It is probable that in- 
surance writers of national prominence 





will be brought to Dallas to address | 
the agents and managers on the sub- | 


ject from time to time. 


Go to the Convention 


The eastern and central insurance 
commissioners were in Chicago Tuesday 
leaving that evening for Los Angeles to 
attend the annual meeting of the insur- 
ance commissioners’ convention. The 
insurance commissioners will visit a 
number of points en route. 








George Washington Life Insurance Company 





Our 20 Pay Endowments at Ages 60, 65, 70 and 75, and our Monthly 
Income Coupon Bond Policies are growing in popularity. We are 
also writing all standard forms at low premium rates. A few attract- 
ive Agency openings are now available in the state of Ohio. 
particulars address 


C. B. BEAUMONT, State Manager, 2205 E. 83rd St., Cleveland, Ohio 


For 








The Companies That Stay Are the Companies That Pay 


When a company has proven its staying qualities, as the Western Reserve Life 
Insurance Company of Muncie, Ind., has, the agent who desires to be a general 


agent can think favorably of that institution. 
tained through a permanent connection. 


panies that pay the representative in the long run. 


WESTERN RESERVE LIFE INSURANCE CoO. 


J. H. Leffler, Acting President 


MUNCIE, 


John W. Dragoo, 


Secretar 
INDIANA 


Permanent success can only be at- 
The companies that stay are the com- 


Harry H. Orr, General Counsel 








THE DETROIT LIFE INSURANCE COMPANY 
AGAIN NUMBERED AMONG MICHIGAN'S LEADING COMPANIES 


I rN I i a a ac in deel niin eaREnEAsenEeEESeNeEcebbbiabbnenenateed $ 


Amount of Paid for Insurance in Force December 3ist, 1919 


ey a SI Todo ete nadneaneseebeneenadennnatnnesenhesimmienemnnenbsneteseertesenenene 
The above record was accomplished through the efforts of an efficient and capable Agency Organization. 
UNUSUAL OPPORTUNITIES IN MICHIGAN FOR THE WIDE-AWAKE SALESMAN 
Now is the time to join the Agency Force of a well-established and rapidly-growing organization, 
THE DETROIT LIFE, “The Company of Service”’—SERVICE established both for the good of Policyholders and Agents. 


We are at your service if you wish to join our ranks, 
men who wish to add materially to their incomes. 


Write direct to 


THE DETROIT LIFE INSURANCE COMPANY, 
M. E. O’Brien, President 


Home Office: 
James D. Baty, Sec. & Treas. 


We have some very attractive Agency propositions to offer to energetic 
Why not get in touch with us, consider the proposition, and then decide? 


4 


Blessed Building, Detroit, Michigan. 











CONTINENTAL LIFE INSURANCE COMPANY 


Assets, $3,566,304.16 


Our Policy Forms Contain the Following Provisions: 
dental death, Total and permanent disability benefits, Partial disability benefits, 
Surgical operation benefits, Annual dividends, Optional methods of settlement, Pre- 
mium loans, Cash loans, Extended insurance, Paid up insurance, Cash surrender values, 
Insurance to cover policy loans, Installments certain-Participating, Installments 
continuous-Participating. 


Insurance in Force, $32,000,000.00 


Double Indemnity for acci- 


Very Attractive Agency Contracts to Reliable Men 


JOHN W. COOPER, President 


Kansas City, Missouri 








WANTED 


MANAGERS FOR IMPORTANT DISTRICTS IN OHIO — INDIANA — ILLINOIS — MICHIGAN 
As Good as We Can Make Them. 


Guaranteed Low Cost Policies. 


Any one of the above is an absolutely first class opportunity. 


If your record is clean and you can 


furnish evidence of your ability as a Personal Producer, your application will be considered. 


SECURITY LIFE INSURANCE COMPANY OF AMERICA 


O. W. JOHNSON, President 


The Rookery, Chicago 


S. W. GOSS, Vice-Pres. and Agency Mgr. 











37,005 PEOPLE 


wrote to us last year and asked for an illus. 
tration of our “Income for Life” at their age. 
This valuable lead service explains why our 
1919 business showed a gain of 8! per cent. 
The Fidelity operates in 40 states. Full level 
net premium reserve msurance in 
force over $173,000,000. Faithfully serving 
insurers since 1878. 

A few agency openings for the right men. 
THE FIDELITY MUTUAL LIFE 
INSURANCE COMPANY 
WALTER LE MAR TALBOT, Pres. PHILADELPHIA 








DESIRABLE TERRITORY 
FOR ALERT AGENTS 


Always ready to negotiate with 
men who can establish their 
capacity to pay for a reasonable 
volume of New Insurance 
regularly—good business placers 
steadily needed. 


Union Mutual Life Insurance Co. 
PORTLAND, MAINE 
Address: Albert E. Awde, Supt. of Agencies 








FEDERAL UNION LIFE 


Insurance Company 
Cincinnati, Ohio 


has just issued a very interesting booklet 
“Suggestions for Increasing 
Your Income” 


and would be pleased to send a copy to every 
Life, Fire and Accident Agent in 


Ohio, Illinois and Kentucky 











18 THE NATIONAL UNDERWRITER 































Hotel La Salle has won this | 
| title with an experienced and 
critical public because of its > 

happy blend of old and fs 

new ideals. ons 

Hotel La Salle 


answers every modern demand 


22 e 








in equipment, cuisine and ser- “ 
vice with nothing lost of old #& 
fashioned hospitality and home-__ [ig 


like comfort. 














RARE OPPORTUNITY 


GENERAL AGENT 


FOR THE 
STATE OF KANSAS 


A splendid direct Home Office Contract under which a profitable and 
permanent business can be established, is waiting for the right man. 


THE COMPANY NOW HAS MORE THAN $68,000,000 OF INSURANCE IN FORCE 


The Minnesota Mutual Life\Insurance Co. 


ST. PAUL MINNESOTA 








Onto Nationat Lire Insurance Co. 


CINCINNATI, O. 
OW is the Golden Day of Life Insurance. It is 
the best time to get connected with a solid com- 

pany and build a foundation for the future. Good 
business was never so easy to get. People believe in 
and are buying life insurance. 
The Ohio National pays agents well for their work and 
backs them with all its power and facilities. 
Territory open in Ohio, West Virginia and Kentucky, 

Tennessee, Michigan, Nebraska and Kansas. 


A. BETTINGER T. W. APPLEBY 


President Secretary and Agency Manager 








ECRET OF OUR We have a contract for you under which you 
UCCESS IS : ‘ ec © eae 
ERVICE income will be limited only by your activities 


A REAL PROPOSITION FOR A REAL MAN 


FEDERAL CASUALTY COMPANY, miciicin 


Cash Capital, $200,000.00 V. D. CLIFF, President 








Are You Permanently Established? 


Write for Territory 
Pennsylvania—Ohio—West Virginia 


PHILADELPHIA LIFE INSURANCE CO. 
PHILADELPHIA 














W. 

R the Illinois Life, commenting on 
*the business outlook, before the 

$100,000 Club cf his company at its 


| convention last week, said: 














If you have been following the finan- 
cial, news and the comments on the 
business situation and outlook made 
by leading business men, financiers 
and economists you have undoubtedly 
arrived at the conclusion that the whole 
world is far from shore on an un- 
known and uncharted sea on which 
some of the ships of state are being 
badly battered by the billows. For- 
tunately for us our own country is in 


the less stormy waters and making 
good progress toward the port of 
peaceful pursuits and stable business 


conditions. 
Will Be a Slowing Down 


That there has already been and will 
continue to be a material slowing down 
in certain lines of business is evident 
to all, yet there is reason to believe 
that the readjustments will be made 
without serious jolt or jar and when 
made will be advantageous and bene- 
ficial to the great majority of our 
people. There are sound reasons for 
believing that during the period of 
business readjustments and that when 
the readjustments are fully made the 
new life insurance written will continue 
at practically the same pace which we 
have enjoyed now for nearly two 
years. 

In order that you may form your 
own conclusions as to the business out- 
look, and be well grounded as to your 
reasons for your conclusions, it will 
be well for you to have in mind the 
most discussed and principal bullish 
and bearish factors controlling the 
present situation, which are as follows: 

Bullish 

Bumper crops 

Shortage of essentials 

Railroad valuation 

Commercial liquidation 

Underproduction 

European reconstruction 

Sound bank position 

Large corporation assets 

United States a creditor nation. 

Bearish 

New wage advances 

Railroad congestion 

Credit strain 

Capital shortage 

Labor inefficiency 

Extravagance 

High living costs 

War taxes 

Higher operating costs 

You will note that the financial bulls 
and bears each have nine major rea- 
sons for their respective positions and 
it seems to me that in addition to the 
nine bullish factors favoring the life 
insurance business there are at least 
three of the bearish factors which in 
forming conclusions as to the outlook 
for the life insurance business can be 
placed in the bullish column: namely, 
new wage advances, high living costs 
and higher operating costs, thereby 
giving us twelve reasons for optimism 
as against 
and making the preponderance of the 
evidence emphatically in favor of our 
opinion that the present demand for 
life insurance will continue. 


More Serious Attention Needed 


. 
Ss 


I am not of the opinion that during 
the coming twelve months life insur- 
ance will be written as easily by in- 
efficient and indolent agents as has 
been the case during the past eighteen 
months. More serious and strenuous 
attention to business is going to be 
required, not because there will be 
any appreciable falling off in the in- 
surance purchasing power of prospects 
nor any lessening of their desire to be 








R. W. Stevens of Illinois Life Sees Good Production During Readjustment Period 


STEVENS, vice-president of | well insured; but because of the whole- 


some and growing tendency on the 
part of most of our people to demand 
an honest full day’s service for re- 
muneration received. 

That practically regardless of busi- 
ness and _ financial conditions the 
amount of new insurance written each 
year by a capable and competent 
agent is largely dependent upon his 
determination to do and upon how 
assiduously he applies his time, is 
clearly shown by the new-business 
records made over a period of years 
by various members of our agency or- 
ganization. In 1907 we had the money 


| panic and a period of hard times and 


the new life insurance written fell off 
not only because of the financial situa- 
tion but because of the disrepute in 
which the public held our business fol- 
lowing the investigations of the east- 
ern companies in 1905 and 1906: and, 
again, in the years 1917 and 1918, fol- 
lowing our entry into the Great War 
the business of life insurance was at a 
low ebb. 
Energetic Endeavor Big Factor 


During the twelve months ended 
July 31, 1920, the business of life in- 
surance enjoyed the greatest boom in 
all its history. Admittedly, life insur- 
ance was easy to sell, vet there are 
members of this $100,000 Club in at- 
tendance at this meeting who were also 
in attendance as qualified members in 
each of the lean years to which I have 
referred, and to the everlasting credit 
of those splendid men I am able to say 
that during each and every one of those 
lean years they produced almost as 
muth new personal business as they 
produced during the twelve months just 
closed, conclusively corrobating my 
statement that determination to do 
plus energetic endeavor are greater 
factors in fixing the new insurance 
written each year by capable earnest 
men than any situation that may arise 


| in the field of finance. 


_SCHAEFFER IS COMMISSIONER 





Indiana Actuary Made Head of New 
Department by Appointment 
From Governor 





Governor Goodrich of Indiana on 


| Monday announced the appointment of 


| Miles 


Schaeffer as the first insurance 


| commissioner of the state, to become 


| effective 


Oct. 1. The regular session 
of the Indiana legislature in 1919 passed 
a law separating the insurance depart- 


| ment from the state auditor’s office and 
| making it an independent department. 


six pessimistic arguments, | 


Mr. Schaeffer is now finishing his 
fourth year as actuary of the depart- 
ment and has made a splendid record 
which it is felt justifies the action of 
the governor in appointing him as the 
first commissioner. 

Mr. Schaeffer was born in Dayton, 
O., going to Indiana in 1901. For eight 
years he engaged in the banking busi- 


| ness in Marion and Indianapolis, most 


of the time in the latter citv. In 1910 
he went with Frank J. Haight, inde- 
pendent consulting actuary, and made 
a study of actuarial work under Mr: 
Haight, having the advantage of bot! 
theory and practice in the course of 
his duties. He was soon advanced t 


ithe position of chief associate of Mr 





Haight. He had broad experience 1 
this position as an examiner both fo 
insurance companies and for state de- 
partments. He continued with Mr 
Haight for six years and was then ap- 
pointed actuary of the Indiana insur- 
ance department by Auditor Klauss. 


Announcement has just been made of 
the marriage of Alphonso L. Noe, gen- 
eral agent of the State Mutual Life in 
Kentucky, at Louisville, to Hattie Lee 
Meschendorf of Louisville. 
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REACH LIMIT IN NEW YORK 


Superintendent Phillips Announces 
Terms Under Which He Will 
Suspend Limitations 





According to a statement issued by 
the New York insurance department, 
the total life business written by the 
companies represented in that state for 
the first six months of 1920 aggre- 
gated $2,705,820,000, an increase 
$664,387,000, or nearly 32 percent over 


of | 


that written for the same period of last | 


year. 
number of the companies will reach 
the limit authorized last year Superin- 


As these figures indicate that a | 


tendent Phillips has advised that he is | 


prepared to suspend the limitation to 
such offices as are willing to subscribe 
to his requirements. Briefly these pro- 
vide that there shall be no special 
drive for new business, that addi- 
tional agents beyond those required to 
make good defects in the ranks will 
not be hired and that every effort 
toward economy in operations will be 
made. 

The New York Life for the first half 
of 1920 wrote $348,743,000; Equitable 
Life, $227,362,000; Metropolitan Life, 
$271,091,000: Mutual Life, $232,346,000; 
Aetna Life, $108,680,000; Mutual Bene- 
fit, 124,195,000; Northwestern Mutual, 
$203,359,000; Prudential, $205,322,000, 
and the Travelers, $173,765,000. 


Suggests Joint Committee 


C. H. Boyer of Chicago, casualty 
manager of the National Life U. S. A., 
representing the Health & Accident 
Underwriters’ Conference, is sending 
out a letter to the casualty companies, 
stating that a special committee of the 
conference was appointed to formulate 
plans for an organization to co-operate 
with all insurance associations ulti- 
mately leading to a federation of insur- 
ance organizations for the betterment 
of the business. It is proposed to se- 
cure a joint conference committee of 
the various insurance organizations to 
work along constructive lines. Among 
other things, it is proposed to take 
measures to place the insurance busi- 
ness before the public in a more favor- 
able light through a campaign of edu- 
cation; to take suitable action with ref- 
erence to unwarranted taxation; to take 
the necessary steps to have proper 
laws enacted by the various legislatures 
and attempt to have those that are in 
force repealed that are not for the good 
of the public or the business. 





Will Have No re 


The National Life, U. S. A., will have 
no convention of its saan 000 Club this 
year. A questionnaire was sent out to 
all those who qualified and who were 
likely to qualify for the club, asking for 
frank opinions as to which was prefer- 
able, a convention or a cash award to 
the $100,000 Club members. The vote 
stood 48 for a cash gift and 14 for a 
convention. The company’s decision 
was made in accordance with this vote. 

The officers of the club for this year, 
determined by volume of production, 
are: 
nos: i B. Wil- 

vice-presi- 
third 
Iowa; 
Howes, 


first vice-president, 
liamson, Georgia; second, 
dent, W. F. Davis, Mississippi; 
vice-president, A. J. Faerber, 
Fourth vice-president, R. N. 
Towa. 


American Bankers’ New Arrangement 


President Ernest W. 
American Bankers of Chicago an- 
nounces that the company has entered 
into an arrangement with the General 
Security & Agency Company of Phila- 
delphia, Pa., whereby the latter is to 
supervise and control the writing of 


President, Alfred McArthur, IIli- | 


| shorten the endowment or premium pay- 


| ceived from the policyholder within the 


| 


holder within the taxable year the com- 





| dent 


Spicer of the | 


new annual and monthly premium in- | 


surance for the American Bankers in 
all of the states of the Union. 

The officers and directors of the 
American Bankers feel that in making 
a general agent’s contract under which 


all the new business of that company | the 


shall be written hereafter, the results 
will be much greater than would be the 
case in getting its new business through 
numerous general agencies. 


Ruling on Abatement of Premium 


WASHINGTON, D. C., Aug. 17.— 
The commissicner of internal revenue 
has issued a new ruling affecting the 
gross income of life insurance com- 
panies and providing that such por- 
tions of premiums received from policy- 
holders as is paid back or credited to or 
as abatement of premium must not be | 
included as gross income. The order 
is in the form of a modification of 
Article 549 of regulations 45 and reads 
as follows: 

A life insurance company shall not | 
include in gross income such portion of 
any actual premium received from any 
individual policyholder as is paid back 
or credited to or treated as an abate- 
ment of premium of such policyholder 
within the taxable year. 

(a) “Paid back” means paid in cash. 

(b) “Credited to” means applied by way 
of credit to the payment of the premium 
for the taxable year. It does not include 
dividends applied to purchase additional 
paid-up insurance or annuities, or to 


ing period, or in any way that does not 
actually reduce the premium-receipts of 
the company for the taxable year. 

(c) “Treated as an abatement of pre- 
mium”™ means the premium for the tax- 
able year. Where the dividend paid 
back is in excess of the premium re- 


taxable year there may be excluded 
from the gross income only the amount 
of such premium received, and where 


no premium is received from the policy- 


pany is not entitled to exclude from its 
premiums received from other policy- 
holders any amount in respect of such 
dividend payment. 


Missouri State’s Big Producers 


| 

A notable feature of the convention | 
last week of the $100,000 Club of the 
Missouri State Life was the amount of 
business written by the 15 leading pro- | 
ducers of the company, all of them run- 
ning well above the $500,000 mark, 
which ranked them among the foremost 
writers of the country. There were | 
three who passed the million mark, | 
Otis J. Backenstoce having $1,607,380 | 
to his credit, R. C. Newman $1,441,200 | 
and S. M. Powell $1,090,340. | 

Mr. Backenstoce, who by virtue of 
his leadership in production was re- | 
elected president of the club, when he 
took the chair at the convention, pre- 
sented to President Singleton on behalf 
of the club members applications which 
delegates had brought with them to 
the amount of more than $2,000,000. 
This represents business which the 
members had been able to write at the 
eleventh hour before leaving their 
homes, while getting ready to attend | 
the convention. 

President Singleton reported that at 
the close of business Aug. 7, the writ- 


ten business for the year, thus far, 
amounted to $82,439,884. The total 
business for 1919 was $81,284,884, show- 


ing that the writings up to the meet- 
ing of the convention this year aggre- 
gated $1,155,000 more than the total 
last year. 


Franklin Life’s Convention 


The Franklin Life’s $100,000 Club left 
Chicago Tuesday night for Boston. The 
home office was represented by Presi- 
George B. Stadden, Secretary 
Henry Abels and Superintendent of 
Agents Jones. They will have a three 
days’ business session in Boston in ad- 
dition to taking a number of side trips 
for pleasure purposes. 


Buying Maryland Life Stock 


Poe & Davies are offering to purchase 
the stock of the Maryland Life. Their 
offer is double the par value. Poe & 
Davies are a financial brokerage firm. 
The par value is $20. President Rose 
of the company states that he does not 
see how it is possible to get control of 
stock as more than 50 percent is 
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St. Louis, Mo. 





Insurance in force - - $53,000,000.00 





JAMES A. McVOY 


Vice-President and General Manager 











“SATE AS 4 GOVERNMENT POND" 


(© The OHIO STATE LIFE 


LIFE, HEALTH, ACCIDEN) “*° MONTHLY INCOMI” INSURANCE. 
Miteecas LATEST POLICIES AND AGENCY CONTRACT Balai ine: 
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WANTED 


A General Agent for Cincinnati 


By 
THE MIDLAND MUTUAL LIFE INSURANCE COMPANY 
of Columbus, Ohio 


Look up the record of this Company, then write the 
Secretary for particulars. Here’s a life-time opportunity 
for the qualified man willing to work. 








The Masonic Mutual Life Association 


Of the District of Columbia 
Chartered by Special Act of Congress, March 3, 1869 
The Security of the Old Line 
The Economy of the Fraternal 


Select work, with big returns to high class representatives. For terms 
and territory, write to 


WM. MONTGOMERY, President and Gen. Mgr. 
New Masonic Temple Washington, D. C. 











EXCELLENT OPPORTUNITY for Reliable, Energetic men to 
represent us in the states of Illinois and Missouri with direct 
Home Office contracts. Liberal policies. 


CAPITOL LIFE INSURANCE COMPANY OF COLORADO 


THOS. F. DALY, President 
DENVER, COLORADO 











F. J. Uehling, Secretary 





The Giant of the West’ 

















Southland Life Insurance Co. 


DALLAS, TEXAS 
The Progressive Company of the South 


HARRY L. SEAY, President 











20 


held by the officers and directors. 
Furthermore, he said that half of the 
stock is held in a voting trust. He 
has no idea who is back of the move- 
ment to purchase the company. The 
Maryland Life was established in 1865. 


Fraternals Will Meet 


The annual convention of the National 
Fraternal Congress, which will meet at 
Chicago Aug. 23-26, will be of unusual 
interest because of the legislation pro- 
posed by the National Convention of In- 
surance Commissioners fixing rates 
which the fraternals must charge on and 
after Jan, 1, 1922. 

Companies Will Consolidate 

DES MOINES, IA., Aug. 17.—The Prov- 
ident Life of Des Moines which recently 
sold its majority control to the Stand- 
ard Life of Decatur, LIL, will consolidate 





THE 


NATIONAL 
with the latter, so Commissioner Savage 
announces. Former Governor B, F. Car- 
roll of Des Moines was president of the 
Provident Life and its chief organizer. 
He has become state treasurer for the 
A. O. U. W., a fraternal. 


Gem City Life Men Meet 


Forty agents of the Gem City Life of 
Dayton, O., held a meeting at Buckeye 
Lake, near Columbus, last week, the af- 
fair proving a great success General 
officers of the company who attended 
expressed themselves as highly pleased 
with the spirit of cooperation and en- 
thusiasm manifested at the meeting 
Those who attended had the opportunity 
of meeting the new state superintendent 
of insurance, Robert T. Crew. A. R. 
Wulff, deputy superintendent, also spoke 
A question box was a feature of the 
discussion P 





ment Insurance. 


at the same rates. 





A Wider Field—An Increased Opportunity 


Our Agents can sell policies on the annual premium plan, up 
to $3,000, to young men and young women as young as age 2— 
protective insurance and Educational and Business Start Endow- 
This extension of the age limit for Ordinary 
Insurance down to age 2 helps our Agents considerably. 
issue Participating and Non-Participating Policies. 
adults, we write contracts with Double Indemnity provisions cov- 
ering any kind of fatal accident, or with Double Indemnity pro- 
visions covering fatal travel accident only, as may be desired. 
We issue policies with waiver of Premium and Disability Annuity 
or Instalment Payment features. 


OLD COLONY LIFE INSURANCE COMPANY 
CHICAGO, ILLINOIS 


e 


As regards 


We insure males and females 











Ambitious, productive and Trustworthy Life Agents 





may be BENEFITED by corresponding with the 








Ww. D. WYMAN, President 


Berkshire Life Insurance Company 
Of Pittsfield, Massachusetts 


Incorporated 1851 


New Policies with modern provisions 
Attractive literature 





W. S. WELD, Supt. of Agency 











millions Life Insurance. How? 


the leads. 


QUALITY INSURANCE—CHARACTER SALESMEN 
Wanted—Specialty Salesmen—Wanted 


Any Sure Enough Salesman, who has the proper Intestinal Equipment, who is 
“Four Square” and willing to work; can make not less $20,000.00 per year helping 
us to continue the breaking of all Life Insurance records. 

Great opportunity for the men who can qualify! ! 
From May, 1919 to May, 1920, Twelve months 
Let us tell you. 
If you can qualify, write or wire. 


THE LIBERTY LIFE INSURANCE COMPANY OF KANSAS 
TOPEKA, KANSAS 


one year—we wrote Ten 
We have the plans; we furnish 











A MUTUAL COMPANY 


National Life Insurance Company 


MONTPELIER, VERMONT 


FRED A. HOWLAND, President 





Which for 
SIXTY-NINE YEARS 





EDWARD D. FIELD, Superintendent of Agencies 


Has protected the 
HOME AND FAMILY 

















UNDERWRITER 
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ICE-PRESIDENT J. L. BAB- 
Vier of the International Life 
takes the position that partner- 


ship life insurance ought to be the best 
understood of the several classes of 
business insurance. He calls attention 
to the fact that it was practised to a 
considerable extent before the name of 
“business insurance” came into vogue. 
Mr. Babler holds that partnership is 
subject to far more risks to business 
enterprises than corporations. Com 
menting on the subject he says: 

“They are more of a one or two-man 
proposition. They may be disastrously 
affected by bad health, disagreements 
and various other causes, and in case 
of the death of a partner there must be 
either a readjustment under previous 
agreement, or settlement with surviv- 
ing interests which often leads to the 
winding up of a solvent and successful 
firm, 

Partners Can Bind Co-partners 


“And, again, each partner has the 
right to bind his co-partners in the 
course of business transactions, and it 
might happen that the bad judgment 
though in perfectly good faith—of one 
partner would cause a serious situation 
for the firm. For example: In case of 
incapacitating illness or absence of the 
partner who would ordinarily act for 
the firm, another makes a bad deal en- 
tailing considerable loss. Clearly, only 
a reserve fund would safeguard such 
a contingency. Every shrewd business 
man will tell us that the firm which 
omits to anticipate “depressions in 
business,” “depreciation in values” and 
“periodic money stringency” by provid- 
ing a reserve fund, is skating on very 


thin ice. 
| “It is not so necessary, however, on 
| the part of the life man to stress the 


advantage of creating a reserve or sink- 


| ing fund—for the practice is common 


with leading firms—as to point out the 


| superiority of life insurance over any 


| kind 


other plan. It not only the 
but the only way that partnerships can 
be protected from every angle of risk 
not directly due to inefficiency. 


1s 


Insurance Creates Reserve Fund 
“It.is impractical to create any other 
of reserve fund to offset the bad 
effects of the death of a partner. Too 
much capital required. Insurance 
affords the only kind of reserve fund 
that may easily be put out of the reach 
of mistakes of judgment by individual 
members of the firm as the practice of 
insurance companies is to require joint 
application for a loan or the cash value 


1s 


| of an insurance policy. 


“The reserve element of the policy 


should not be overlooked—that is, its 


| steadily increasing value should be em- 


| phasized. 





It becomes a valuable asset 
which may be carried in the inventory; 
and, besides, unlike goods in stock, it 
is liquid—the loan value means spot 
cash when the two partners demand it. 

“Every banker and credit man recom- 
mend partnership insurance as sound 
business practice; and a majority of 
them tell us they consider it just as 
important as fire insurance. 


Illustration Is Given 


“Here is an illustration, taken from 
a concrete case, of an ideal partnership 
arrangement: One of our agents re- 
cently sold a $10,000 joint life policy 
to two partners, with the survivor 
named as the beneficiary. The part- 
ners owned a shoe store and the busi- 
ness was supposed to be worth about 
$20,000 net. ‘hen they got the policy 
they entered into a written agreement 
deposited with a trust company to the 
effect that if Jones died first Smith was 
to pay over to Jones’ widow the 








best, | 


PARTNERSHIP POLICY IS IMPORTANT 
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That Plan Is Most Desirable One in the Category of 
Business Insurance, J]. L. Babler Asserts 


$10,000, but in exchange was to have 
absolute title himself to the shoe busi- 
ness. And, of course, similar provision 
was made for the benefit of Smith's 
widow in event Smith should die first. 

Death Might Ruin 


“The compelling idea was _ this: 
Upon the death of either partner, the 
firm would lose his personality, his 
work, his business judgment and _ his 
following. The survivor might not 
want the widow as a partner, nor might 
the widow desire a partnership ar- 
rangement. Nor might the survivor 
without insurance possess $10,000 with 
which to buy out the interest of the 
deceased partner. The alternative 
would be liquidation of the firm, which 
might mean under forced sale com- 
plete disorganization and a loss of half 
or more of the firm’s assets. 

“Thus it is shown without insurance 
how easily the intervention of an un- 
expected death may mean ruin of a 
thrifty business and heavy financial loss 
to the surviving member and to the 
heirs of the dead partner. Can any 
wide-awake, prosperous concern afford 
to carry such a risk?” 


Business 


Entering Life Insurance 
A number of men 
ing securities 


who have 
or stocks of different 
kinds find that the blue sky laws 
interfering with their operations, be- 
cause the percentage of commissions is 
reduced, or at least the state is scanning 
promotion schemes more carefully 
is resulting in less high : 
being on market 
drifting into life 


been sell- 


are 


This 
pressure stocks 
Some of these men are 
insurance, 


Agent’s License Revoked 
: The insurance department of New Mex- 
ico has revoked the certificate of author- 
ity of John Brookman of Mills, N. M.. to 
represent the Aetna Life, for alleged 
“twisting.” 


Life Agency Notes 


Ct Otto of Atlantic, Ia., has beer 
appointed assistant agen: y manager of 
the Equitable Life of New York in 


charge of southeast Iowa 
as district manager at 
tinction. 

William S. White has 
general agent of the 
eral at Glens Falls, 
connected with the 


He has served 
Atlantic with dis- 


been appointed 
Connecticut 
N. Y He has been 
. Phoenix Mutual Life. 

E. G. Randall, assistant agency mana- 
ger of the Equitable Life of New York 
in southeast lowa, has resigned to take 
up another line of work. 


The J. A. Gurley Company of Little 
Rock, Ark., have taken over the state 
agency of the Atlas Life of Tulsa. Okla 

The Connecticut has recently 
entered Virginia has appointed the 
following 


Gen- 


General 
and 


agents: Drewery & Dainger- 
field, Richmond; Emerson W. Kelley, 
Bristol; Chesley A. Haden, Crozet 


Life Notes 


The Northern Assurance of Detroit 


has 
entered Illinois. 

The total production of the Bankers 
Life of lowa for the year 1920 up toe 


Aug. 14 was $71,000,000 as compared with 


$51,000,000 for the corresponding riod 

* ’ ’ gz per 

of 1919. ’ , 
Vice-President G. S. Nollen of the 


Bankers Life of Iowa has arrived home 
from his trip to England, Holland and 
France. He said upon his departure that 
he would be back the middle of August 
and he arrived on the dot when he 
reached Des Moines Aug. 15. 


E. E. McConney, assistant actuary, and 
D. N. Warters, also of the actuarial de- 
partment of the Bankers Life of Iowa, 
have just received notification of their 
success in passing the first half of the 
fellowship examinations for membership 
in the Actuarial Society of America 
Each has successfully completed five of 
six examinations necessary for member- 
ship in the society and each has only one 
more to pass before becoming a full 


member of the society. 


